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requests for gym shoes. We sincerely wishwe 
vv eS could do something about this. We are giving below 
explanation of the situation as it exists today. 
At the ond ot the European War, the 
ue the Pacific Theatre has required many changes in equipment design and — 
to be so used until the orces been satisfactorily 
hampered by manpower and material shortages. 
After war demands have been met fully, we feel dur first obligation to the 
production of waterproof footwear for industrial and civilian amet | 
rubber-soled shoes for school and athletic 


< We think that is the way you would have it too! 
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In This Issue 


[HINGS are happening rapidly in the 
hoe business nowadays. There have 
heen some significant cutbacks, for ex- 
ample, in Army shoe procurement, some 
easing of regulations governing conser- 
gation of hides, skin and leather and 
sme amendments to the FEA plan for 
purchase of goatskins. All of these de- 
ywlopments point to important potential 
developments affecting the shoe industry 
and suggest the possibility of a further 
loosening of restrictions in the not too 
distant future. 

Taking advantage of every possible 
opportunity to develop style ideas that 
ae new and different, shoe manufac- 
urers have recently introduced mid- 
season models with fresh features de- 
signed for late Autumn selling. This 
story, with other facts of interest to all 
fashion-minded shoe folk, is told in the 
mticle “Add Spice to Your Late Fall 
Promotions,” appearing on pages 44 and 
& in this issue. 


WHETHER you agree with him or not. 
you have to concede that Henry Wal- 
lace, Secretary of Commerce of the 
United States, is an extraordinary per- 
snality and a man whose ideas have 
left a powerful imprint on these vital 
years in which he has played such an 
important role. Many business men who 
hive seen and talked with him since he 
Became Secretary of Commerce were 
Miprised to find his views, aims and 
purposes for America’s post-war com- 
Mercia] development generally in accord 
with their own. You'll surely wish to 
fad the exclusive article he has written 


for member publications in the Institute - 


of Business Economics, Inc., which ap- 
pears under the title “More Enterprise, 
Free and Independent” on page 48. 


BIMOUTS and brownouts are things of 
the past; more display equipment and 
materials will presently be available; 
More merchandise to display, we hope. 
In any event it’s high time to begin to 
give more sustained thought and plan- 
ting to window displays, so as to be 
teady with well thought out plans and 
ideas when the time comes. Meanwhile 
there are plenty of interesting things 
that can be done with shoe windows right 
Row to restore some of the sparkle and 
sales appeal that has been dimmed in 
wartime. Recorper shows a selected 
soup of attractive wartime windows 
With timely interest on pages 46 and 47 
of this issue. 
* 

Wuar’s ahead in merchandising for 
the post-war period? Important develop- 
Ments are now in the making as told in 
several articles in this isue. 
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is in sight rather than actually accomplished is a boon to retailers, for it 


Although representatives of the shoe trade are pressing for the in- 
mediate validation of another shoe ration stamp, official shoedom is giving much 
more thought to the revocation of the shoe ration order, actually or in effect. 

ere is complete agreement among the operating officials of the vari- 
ous agencies concerned with shoe rationing that as a result of the recent 
cutbacks affecting Army, Navy and Lend-Lease procurement rationing can be 
brought to an end earlier than had been originally contemplated. 

Shoe rationing will be dropped when it appears that sufficient leather 
is going to become available in a reasonably short time to manufacture enough 
shoes to meet the public's demand for shoes, above current demands under ration- 
ing, and when inventories are at their lowest possible level. 

WPB, OCR and OPA all agree that when a production rate of 28,000,000 
pairs of rationed footwear a month is in sight conditions will be right to drop 
the ration order. There is to be no waiting until this production is on the 


store shelves. 
Therefore, shoe rationing should be eliminated by the end of the year 


or early next year, because production of rationed type footwear should reach 
28,000,000 pairs monthly during the fourth quarter and the close of the winter 


selling season will find inventories at a very low level. 
Actually, the decision to do away with rationing when such production 


will give the trade an opportunity to clear out stocks of non—rationed shoes and 
socalled war models before they begin to receive the additional production in 
any quantity. 

Latest estimates on the amount of leather to be made available as a 
result of the previously mentioned cutbacks approximate 10,000,000 sq. ft. of 
cattlehide upper leather monthly beginning in September. This means an addi- 
tional 5,000,000 pairs of rationed type shoes a month. Added to the current 
average monthly production of 23,000,000 pairs the result is ideal production 


conditions for the removal of rationing. 

~ The cattlehide upper leather resulting from the cutbacks will for the 
most part go into men's work shoes, boys' and growing girls' elk types in the 
medium price ranges. The Navy cutbacks will provide some calfskin for men's 
dress shoes. Other factors such as a decrease in the demands of the aircraft 
industry for leather, production of better quality non-rationed shoes and fur- 
ther easing in manpower all add up to a healthier situation for the shoe trade. 

An even greater production of leather shoes should result when ration- 
ing is lifted for, obviously, low-priced shoes will not return in any consider- 
able quantity until the consumer no longer has to surrender ration currency for 
them. Since the inception of rationing low-priced production has been knocked 
into the proverbial "cocked hat" by consistent consumer upgrading. 

The only stumbling block to all of these excellent plans for putting 
the shoe industry back on a peacetime basis is in the Office of Civilian Re- 
quirements, where the final decision as to rationing's demise will be made. 
Frank Miller's operating division is completely in accord with all of these 
plans, but some economists who sit next to OCR Chief W. Y. Elliott are of a 
different mind as to timing. Top-side OCR officials apparently feel that 
Civilians need'an organization to look after their interests even after wartime 
emergencies have disappeared, but it is doubtful whether they will carry much 
weight with WPB Chairman Krug, whose stated policy is to get the government out 
of business as quickly as possible. [TURN TO PAGE 62, PLEASE] 
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SECRETARY of Agriculture Clin- 
ton P. Anderson told Boot aNnp 
RecorpDer at a press confer- 
ence in New York following his 
address before the Advertising Fed- 
eration of America on July 11, that 


although the increase in the supply 


of meat which the department is en- 
deavoring to bring about will natu- 
rally tend to’ increase the nation’s 


leather supply, he had no knowl- 
edge of the extent to which this will 
be true, having devoted his attention 
thus far since he assumed office as 
head of the Department of Agricul- 
ture to the problem of increasing 
the nation’s food supply. 

“So long as I am Secretary of 
Agriculture,” Mr. Anderson told 
the Advertising Federation at its 
4lst annual meeting at the Com- 
modore Hotel, “the people of the 
United States are going to get the 
facts just as fast as we can 
the facts and confirm them. The 
people are going to know how much 
food there is in the country, where 
it is and where it is going. In case 
of a shortage they are entitled to 
know whether or not the shortage 
occurs from the failure of Nature, 
a so-called Act of God, or from offi- 
cial negligence or stupidity. I do 
not for one minute go along with 
the idea that the people of a democ- 
racy who have proved that they are 
tough enough to win the greatest 
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war in history, are such tender 
plants that they cannot stand the 
chill blast of unpleasant informa- 
tion.” 

Mr. Anderson told the Federa- 
tion that he has no fear of agri- 
cultural surpluses but that he wants 
to see the government fulfill its 
promises on price supports to the 
farmer so that the latter will be pro- 
tected against the possibility that 
his patriotism and hard work will 
become the instrument of his own 
destruction. 

“When a manufacturer under- 
takes a contract for a hundred 
thousand airplane parts,” the Sec- 
retary observed, “he knows that if 
the war should suddenly end or the 
plane model becomes obsolete, his 
contract may end, but the govern- 
ment contracting agency under the 
Act would be available to pay him 
costs and a reasonable profit on the 
work done. Has the farmer any- 
thing comparable? He has not. Yet 
his danger is greater. . . . When he 
goes into a crop year he has to 


keep going. And when the sur- 
pluses come there is no Contract 
Settlement Act for him. That’s why 
the farmer needs to know that the 
American government means to 


stand by its promises on price sup- 


ports... . 
“It is to make this point certain 
that I have been urging that we 


total up our food needs, both mili- 


tary and civilian, and set that total 
as a production goal for agricul- 
ture in 1946, but that the military 
requirements be regarded as firm 
contracts or commitments. | think 
the Army and Navy will need the 
food, but if they don’t the surplus 
must not be used to break the econ- 
omy of the American farmer. It 
can much better be employed in re- 


$O you want to go into the shoe 
business! 

Appointed member of an Ad- 
visory Committee organized in the 
city of Rochester, N. Y., to aid and 
assist veterans of this war in be- 
coming better informed as to op- 


portunities offered by different 
occupations and lines of business, 
William Pidgeon, well xnown shoe 
merchant, comes up with the fol- 
lowing concrete suggestions: 

“Make up your mind that it is a 
business you believe in with all 
your heart and soul, and that you 
will stay with it, avoiding any 
thoughts of defeat or failure. 

“If you plan to start by working 
for others—as most of you will 
want to do—you must have a will 
to get along with other people, 
whether they seem to be unreason- 
able or not. 

“You must have a willingness to 
go the second mile and do better 


than is expected of you. 
4l 
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—Freedom of speech is one of the 

most precious assets we, who live 

in a Democracy, possess. 

—in England, too, the right of free 

rogative. 

—The following incident has j 

friend: 

—"An American was driving by 


Hyde Park (London) and noticed one 
‘orators’ holding 


to 

—We have our soap box “orators,” 
too, “as well as radical publica- 
tions, columnists and broadcast- 
ers—but it's much safer to allow 
them to “blow off steam” than 
to throttle them into martyrdom. 
the American people, by and 
large, think in a fairly straight 
line and aren't inclined to fall for 
the ballyhoo of unbalanced 
trouble-makers. 


President 


“You must have a vision of bet- 
ter jobs ahead and work to qualify 
for those jobs, whether they be jobs 
as salesmen, managers, buyers, ac- 
countants or other specialized oc- 
cupations. Have an objective and 
work to attain it. 

“Wartime restrictions and short- 
ages will pass away and, sooner or 
later, you will want to go into busi- 
ness for yourself. That will involve 


having sufficient capital to carry on 
a successful business. Start in a 
small way, however, and don’t try 
to compete with the giants. 

“This is an age of specialization, 
so develop some kind of specialty 
that will keep you out of price com- 
petition. Have some special line of 
footwear and service that will make 
customers want to-go to your store 
and give them such service and 
value that they will return. 

“With a strong will and deter- 


‘mination to succeed, with a proper 


concept of life, combined with the 
help that everyone, including the 
government, is willing to give to 
veterans, you will succeed in the 
retail shoe business.” 


DISCUSSING the proposed Bal- 
anced Program for Shoes, Sam 
Schwartz of Schwartz & Benjamin, 
said: 

“We've discarded too many good 
styles before they have begun to 
find their proper acceptance. This 
has been a fault of both the re- 
tailer and the manufacturer. If 80 
per cent of the business is on basic 
types that sell all the time, it should 
not be difficult to plan for the new 
balanced program. 

“If we have learned anything at 
all out of the war years we have 
learned that we must stick to fun- 
damentals; we must stick to suit- 


able styles which will look well on 
the foot, give service and fit into 
the picture as far as color and sil- 


houette are concerned.” 


JOHN DOWNEY of Loeser’s in 
Brooklyn comes up with an efficient 


way to handle the merchandising 
of novelty styles. “There should 


for such styles and a separate man- 
ager of a department for them. In 
that way the merchandise manager 
would be able to get a more exact 
idea of what shoes are profit makers 
and what are not. It’s a question 
of not starving your stocks and of 
knowing what shoes really pay your 
way, such as your good staples in 
which you should have sizes at all 
times.” 


SAYS E. Resnick of Martin’s in 
Brooklyn: “The Balanced Program 
for Shoes is an excellent idea. It 
should work because this wartime 
period has taught shoe people more 
about the shoe business. It has 
made the shoe business more inter- 


esting and better for the pocket- 
book.” 
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Due Notice to Shoe Merchants 


QNE of the immediate effects of the War Production 
Board’s recent action in revoking wartime restrictions 
applying to the luggage industry was, naturally enough, 
to arouse increased interest among shoe men as to 
what’s likely to happen to the shoe controls. 
Broad-minded and generous by nature, as evidenced 
by the scrupulously conscientious support they have 
given to the rigorous government restrictions affecting 
their own business, shoe men generally were happy to 
see the luggage and leather goods trades “get a break.” 
It may have seemed just a bit incongruous to them that 
such a sweeping order designed to increase the pro- 
duction of leather equipment for civilian travel was 


- timed to coincide with drastic civilian travel restrictions 


by another government agency, the Office of Defense 
Transportation, which apparently has strong arguments 
to support its contention that civilian travel must be 
curtailed if the end of the war against Japan is to be 
hastened. But the trade has grown rather accustomed 
to such inconsistencies, so that aspect of the matter 
caused no great surprise. 

A lot of shoe men did feel that their industry, which 
produces and distributes a prime necessity of life re- 
quired by every man, woman and child in the United 
States, and admittedly in such short supply that it had 
to be rigidly rationed, would have been a natural start- 
ing point when the time came for War Production Board 
to take an important first step toward loosening wartime 
controls affecting leather products. No doubt WPB off- 
cials would have an answer to that contention also; as 
one analyst for the leather industry observed, “They had 
to start somewhere and so they started with luggage.” 

The vitally important question that confronts the 
shoe industry at this moment, however, isn’t a question 
of why luggage apparently got the first break over shoes 
in the liquidation of wartime restrictions, but what is 
going to be done in this direction with regard to the 
shoe industry, and when and how it will be accom- 
plished. Admittedly the problem is much more compli- 
cated with regard to shoes than luggage. The reasons 
why this is so originate not only from the fact that 
shoes themselves are more complicated, involving as 
they do a much wider range of styles, types and sizes, 


but especially from the situation of shoes as a rationed — 
industry, with the problem of inventories of non-ra- - 
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tioned footwear staring merchants and manufacturers 
alike in the face. Unless this phase of the problem is 
handled wisely and intelligently, with due consideration 
on the part of government officials for the interests of 
the shoe trade, very serious losses may result, particu- 
larly to the average size retail shoe stores, many of 
which have a considerable proportion of their inven- 
tories tied up in non-rationed shoes. 


IN the case of the luggage trade, the War Production 
Board apparently reached the conclusion that the best 
way to get rid of wartime restrictions was virtually to 
wipe the slate clean at one stroke. What the recent 
amendments and revocations actually accomplished was 
to make available without restriction to luggage manu- 
facturers and also to football and athletic goods makers 
and the upholstery trade certain leathers, such as vege- 
table tanned cattle hide leather, kips and calfskins, use 
of which had previously been rigidly curtailed, and 
then to wipe out completely Conservation Order L-284 
and other controls that formed the equivalent for the 
luggage trade of Conservation Order M-217 in the shoe 
industry. In Washington parlance the WPB issued a 
“hunting license” to the luggage manufacturers. If 
they can find the leather they may use it. 

Manifestly the same procedure in lifting wartime re- 
strictions could hardly be made applicable to the shoe 
industry. To wipe the slate clean of style restrictions, 
rationing and the rest at one stroke now might prove 
unwise and especially if such action were timed 
without due regard to the manufacturing and merchan- 
dising requirements of the shoe trade. So far as the 
“hunting license” is concerned, it wouldn’t help the 
shoe manufacturer much. His leather situation will 
gradually tend to be eased by curtailment of military 
footwear procurement and various other measures that 
may have the effect of making leathers available in in- 
creasing quantities. Right now the leather isn’t there. 

The revocation of Conservation Order M-217 should 
receive immediate consideration and we hope some 
discussion along this line will have been initiated by the 
WPB and the industry advisory committees before this 
RECORDER issue is in the mails. It is true that the mea- 
sure has been eased in some respects in recent months, 
including the amendment of July 20, but in the present 

[TURN TO PAGE 68, PLEASE] 
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Add Little SPICE Your 


Add It by Playing Up Tested Patterns with New 
Co-ordination and Promotion Ideas. Add It by in- 
cluding Some of the New Styles Which Have Been 
Developed to Supplement Fall Lines in the Face 
of Continued Production and Delivery Problems. 


THE mat that there ‘are any new Top to bottom: Feminine, young spec- 
dtylos Wo wrlie shout Gite a for and 


triumph of individual manufacturers 
over the continued difficulties of pro- 
ducing pairage sufficient to satisfy 
retailers’ basic needs. Although shoes 
“that fit” are first in demand, the 
desire for new styles has only been 
temporarily subordinated by wartime 
conditions. The buyer of one of the 
largest women’s shoe departments in 
the country reports that his custom- 
ers are very discriminating. When 
they spend a precious coupon they 
want a new looking shoe, he says, in 
addition to fit and good quality. This 
desire for new style ideas is bound to 
increase as we draw nearer to a re- 
turn to normal conditions—even if | 
that proves to be many months dis- 
tant. 

When they can manage to do s0, 
far-sighted manufacturers, interested 
in maintaining their style prestige, are 
already introducing a few new ideas 
each season. Some of these shoes are 
shown here. They are the real “spice” 
in Fall collections. Others, while not 
new in themselves, may add new life 
to your stocks because you have not 
previously bought them. Strongest 
trends among these are the very opeu 
shoe; big perforations; the very high 
heel and the low heel; the broad 
tread. A very feminine look is strong 
in the dressy shoes; take such a shoe 
as the draped sandal, the open-toed 
spectator, or the untrimmed d’Orsay, 
to mention just a few. The feminine 
feeling is also apparent in such tai- 
lored shoes as the stepin with high 
tongue or the trimmed spectator with 
open back. Soles continue to receive 
emphasis in such treatments as the 
nailhead-trimmed platform shown 
here, the extension sole and the sole 
with rolled edge. 

Dramatically new is the develop- 
ment of four different soles and heels 
for one upper pattern as shown here 
in the four sketches at the extreme 
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oe Four shoes with identical 
upper but 
ae different soles and heels. 22/8 wedge 
a at top. Two and one-half inch cork 
wedge, unrationed. 
Low wedge. Flat. 
— All by Morris Wolock. open back, in Foot Delight spectator 
2 by Bancroft Walker. High-riding front, 
British Walker by J. P. Smith. 
“4 


by ELEANOR RUTLEDGE 


right. Here is a radically new ap- 
proach in the idea of varying the soles 
and heels rather than the uppers. An- 
other interesting idea illustrated is 
the sandal adapted from the ballet 
shoe. 

One of the notable features of the 
styles shown here is the absence of 
fussy ornaments. Trimming consists 
almost entirely in flat treatments such 
as perforations, cutouts, stitching and 


Top to bottom: Unrationed gabardine 
pump, a DeLiso Deb from Samuels. 
Elegant simplicity in d’Orsay from Fox 
Shoe Manufacturing Corp. Youthful 
9/8 heel pump, a Mode Art 
Moulton-Bartley. 


from 


in the actual pattern itself. A study 
of new millinery styles for Fall shows 
that this is a fortunate thing. Where 
the hats are as elaborate as the first 
models forecast, a fussily trimmed 
shoe would be too much for the aver- 
age woman to carry. Feminine look- 
ing shoes, pretty dainty trimming 
treatments, yes—but not so many 
fluffy bows, please. For the hats 
launched in the first collections of 
leading milliners are carrying on the 
trend to “more hat” which received 
so much promotion this Spring. These 
Fall models are shirred and draped 
with high crowns and elaborate trim- 
mings, very luxurious and feminine 
looking. Of course, as we all know, 
the first models from high style manu- 
facturers are very much toned down 
before they get into the store and at 
the price which the average woman 
can pay. 

The same feeling of elegance is 
apparent in the style story on furs 
for Fall. Fur coats as well as plenty 
of fur-trimmed coats will make for a 
luxury Winter. Light colored furs, 
beige and silver tones and white furs, 
all are being talked about and shown. 
At the other extreme, but equally 
rich and luxurious in appearance, are 
black furs which are slated for a 
come-back after many years of yield- 
ing first place to brown furs. There 
will still be plenty of brown furs 
worn, but the new note is in the light 
furs and the black. 

As to coats and suits, the same 
feeling for soft looking clothes pre- 
vails as in fur coats and millinery. 
Shoulders will have a curved line in- 
stead of the square wide look so im- 
portant this past year. Lower arm- 
holes give fuller sleeves and a more 
bloused appearance to coats and 
suits. Yokes will help to give shoul- 
ders and backs a softer, fuller look. 
Fitted coats are back in fashion al- 
though short, loose coats, the popular 

[Turn To pace 79, PLEASE] 


Right—Top to bottom: The feeling 
and line of a ballet shoe in this sandal 
from Schwartz & Benjamin. Draped 
Penaljo Soubrette from Hamilton, 
Scheu & Walsh. Perforations featured 
in sandal, a Carmellete from Carmo. 
Very open oxford from Valley. 
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Timely Shoe Windows 


For This Month and Next 


FOR the Shoe merchant, the month of August is both an 
ending and a beginning. It is the last month of the year 
during which Summer shoes are normally saleable—the 
first in which notice should be taken of the fast-approach- 
ing Autumn season. High up on the list of August “musts,” 
therefore, should be promotions of two kinds. 

The first, but by no means the more important, should 
be devoted to the display of hot-weather casuals, play- 
shoes, beach shoes, whites and other types which you may 
deem it unwise to carry over until the early Summer of 
1946. Many vacations are not taken until mid-August. 
Some, even, begin the week before Labor Day and such 
displays are, therefore, timely and should produce good 
results. 

The second promotion referred to is that of school shoes 
for children. Educational institutions attended by the tots 
and teen-agers open usually during the second week of 
September—some of them slightly earlier. Harried moth- 
ers, fully aware of the shortage of children’s shoes, will be 
in the market early, as they were last year, for outfits in 
which to start their sons and daughters off on another leg 
of their educational careers. 

In neither of these promotions is it necessary for the 


- average store to “go all out” in the matter of expense. The 


illustrations used on these pages—windows, incidentally, 
which were installed last year at about this time—are 
probably .in the class of unattainable ideals for the ma- 
jority but the themes used are good and the ideas can be 
adapted. 


4% 


The general principle involved is to have backgrounds 
which contrast with the shoes and so to dress the windows 
that they will suggest the use to which the shoes are to be 
put. In some cases the background color may blend in- 
stead of being in sharp contrast. 

In this latter class is the white shoe window selected as 
one of the illustrations here. Practically the whole color 
scheme is white and yet the shoes are so spotted that they 
cannot be overlooked. In the window displaying mesh 
shoes, the contrast between the footwear and the trim is 
vivid. Many a merchant, with only one window, will reach 
the obvious conclusion that a plain neutral background 
panel will serve for both white and dark shoes—or one on 
which has been reproduced a photo-montage of a wide va- 
riety of Summer activities. 

Turning to the promotion of children’s school shoes, the 
same principle of illustrating use can be brought into play. 
A little red school house is not always available but slates, 
blackboards, pencils, erasers and notebooks are. These mute 
accessories nevertheless tell an eloquent story—as also do 
photographs or blown-up photostats of class-room scenes or 
of romping play during recess periods. The latter is par- 
ticularly good because it carries with it the suggestion of 
quality. This should always be stressed even though not 
pictured. 

- Windows which sell can be created at low cost. All that 
is required is imagination and materials available to every 
merchant, everywhere. 
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There Is Still an Opportunity to Sell 
Summer Shoes to Late Vacation-Goers. 


And It's Time Now to Plan September 


@a @ 


done. I. Miller, New York. 


— Here we have a last 
ing use of the mer- 
blends with the white of | 
and conventional, contrasting vividly with 
beribboned, satin-like fabric, are urgent 
reminders of late Summer shopping still = 
— 
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. HENRY A. WALLACE 


| HAVE been called a lot of things, a planner, a dreamer 
—in fact, it’s amazing what I’ve been called. Not many 
people remember to call me a business man. Yet I have 
been in business for many years—in fact right up to the 
time I became Secretary of Agriculture. 

Long {go I perfected an improvement in seed corn, 
valuable in increasing the yield and therefore the income 
of farmers. I organized a company to market my product, 
raised the money to provide the capital for the company 
and borrowed the money necessary for the seasonal opera- 
tions of the company. I learned, firsthand and the hard 
way, what it means to meet a payroll. 

With an associate I designed the first modern seed-corn 
drying and processing plant in the world. I was president 
and general manager. Today that company has plants in 
four states and does $4 million worth of business a year. 
! think I learned firsthand most every headache and heart- 
ache of the business man who struggles from nothing to 
something. 

Today as Secretary of Commerce I face the job of 
utilizing my own experience, along with the expert knowl- 
edge of others, including the business fraternity of the 
country, to help bring America to new levels of prosperity. 
As everybody knows by now, I believe in full employment. 
The aim of full employment is total prosperity in peace as 
well as in war, not only for the industrial worker and the 
farmer but for the business man as well. The general aim 
is to benefit all segments of the population. It boils down 
to the necessity for increased production and efficient dis- 
tribution. If everyone who works produces more and his 
product flows through the distributive channels there will 
be an increase in the standard of living. 

Increased production delivers a three-way benefit—lower 
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ENTERPRISE, 
and Independent 


by HENRY A. WALLACE 
SECRETARY OF COMMERCE 


selling prices, larger earnings for manufacturers and dis- 
tributors, and higher earnings for workers and farmers. 
As long as the output per individual is low the opportunity 
to improve earnings and the standard of living is meager. 
When there are few opportunities open to the mass of 
the people, business as well as everyone also suffers. 

How can the Department of Commerce help to realize 
this general aim? One way is to offer practical assistance 
to the smaller, independent business man. 

I am a little leary about all the prevalent conversation 
about the “small business man.” His problems are too 
many times regarded like the weather, “Everyone talks 
about it but nobody does anything about it.” The Depart- 
ment of Commerce can be a door of specific things rather 
than another place where “the small business man” gets 
a good talking over and little else. 

The national future depends in large part on an ever- 
expanding and more prosperous number of independent 
business men. Today that group suffers many handicaps. © 
The smaller independent business man isn’t organized into 
a national association of representatively large membership. — 
On government problems, of which there are so many in 
these days, he has no one who can represent him in Wash- 
ington. He cannot afford to make many trips to Washing- 
ton nor can he take the time from his business. He can- 
not hire expensive lawyers to speak for him. He can’t call 
up his Washington branch office or his lobbyist and ask 
him to see So-and-So and get this-or-that done. 

He should have one central place in Washington where 
he can write or go with his problems. Right_now there is 
no one door on which the small and independent business 

[TURN TO PACE 71, PLEASE] 
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One of the Howland Dry Goods Com 
This display was alternated with one promoting the Howland 


's windows featuring comfort shoes for men. 
Guard 


APPROACH MEN’ 


Shoe Merchandisin 


How the Howland Dry Goods Co. in 
Bridgeport, Conn., Determined Cus- 
tomer Wants in Their Shoe Depart- 


ment Operation 


WHEN L. E. Norton, buyer of shoes 
at Howland Dry Goods Company, 
Bridgeport, Conn., decided to add a 


- line of medium-priced shoes for men, 


he went about it in a scientific way. 
He made a study of the group of 
customers he wished to serve, concen- 
trating on those who spent a large 
proportion of their time on their feet. 
He approached policemen, postmen 
and local factory guards at the war 
plants in Bridgeport, and asked them 
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pointblank what features they looked 
for in the shoes they selected for 
work and for dress. 

The answers were enlightening. No 
particular styles were stressed as of 
prime importance by this customer 
group, but those queried, mentioned 
specifically that, above all, they re- 
quired a great deal of comfort in 
their shoes. Another interesting fact 
that came to light was that while men 
like comfort, many shy away from 


~ 


any indication that they need correc- 
tive or orthopedic shoes—unless, of 
course, they have a decided foot ab- 
normality. In other words, some men . 
prefer shoes which carry no mention 
of the corrective features. 

With these preferences in mind, 
Mr. Norton put in the Etonic Arch 
shoes, made by the Charles A. Eaton 
Company, and attached to them the 
name Howland Guard Shoes. These 
have been advertised in local papers 
twice a week, alternating the How- 
land Guard and Etonic Arch promo- 
tion, with one ad a month appearing 
on the sporting page where it is sure 
to attract the attention of Bridgeport 
men. That the method of approach 

[TURN TO PACE 66, PLEASE] 
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Above—Looking over a pile of 28,000 
overshoes on hand at a depot in liberated 
Belgium. U.S. Army Signal Corps photo. 


% 


used by Belgian workers to clean up 
muddy overshoes at U. S. Army depot 
in Seilles. U. S. Signal Corps photo. 


Above—Belgians lay 

they are sorted according to size, paired and : 

packed. U. S. Army Signal Corps photo. , 


Right—Overshoes are packed in crates 
Here Corporal Hyman Smail, of Montreal, 
foreman in charge of the department, nails 
a crate. U, S. Army Signal Corps photo. 
Overshoes needing only minor repairs are 
reissued to owners. Those that need com- 
plete rebuilding are returned to U. S., re- 
built and reissued. If unsuitable for sal- 
vage, they are repaired for prisoners of 

war or civilians in occupied lands. 
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Right—One of the divers who helped 
retrieve a sunken submarine at the 
Charleston Navy Yard, Boston, shows 
his 40 pounds of boots which held him 
steady while at work under water. He 
is Aurbun “Rocky” Stone, MM2/C, of 
Boothton, Alabama. Divers are husky. 


Above—A little German girl stands 
by with a handful of shoes as her 


Below—Getting ready for time off. Pfc. Herman 
Bredenkamp (left), Detroit, Mich.; Pvt. Milton W. 
Krueger (center), Olney, Tex.; and Pfc. Ernest 
Canoda, Kiddes, Ky., who were améng American 
soldiers returned from Europe, get ready to take 
advantage of a 24-hour pass, at Camp Kilmer, N. J. 


many, after American forces had en- 
much in evidence in the earlier days of i 
the occupation of that defeated country. 
ler August |, 1945 
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THAT delegation of authority to the 
proper people can pay off in real 
dividends is evidenced by the success- 
ful operation of John Albert’s Shoe 
Store in St. Louis, Mo. It was 33 
years ago that John Albert established 
himself in an inexpensive quarter of 
a side street in a very active business 
district—Wellston. Because his capi- 
tal was limited, he found it necessary 
to combine his small stock of shoes 
with a shoe repair department, at- 
tending to both departments himself. 
Now the store has a staff of seven 
men, each in charge of a special de- 
partment to which he devotes his 
entire time in the store. How the or- 
ganization developed is a story worth 
reading. 

When John Albert opened the 
store, his honest methods of doing 
business and his participation in pro- 
moting the neighborhood soon be- 
came known to the surrounding com- 
munities. He was always a great be- 
liever in advertisihg, cften delivering 
circulars from door to door in his 
spate time. It wasn’t long before his 
reputation for doing business in a 
friendly way reached the ears of na- 
tionally known manufacturers who of- 
fered to back him with unlimited 
credit. 

In order to expand his business, 
Mr. Albert searched for trustworthy 
men who would carry the responsi- 
bility of managing different depart- 
ments under one roof. Today the 
store is one of the largest and busiest 
independent stores in the State of 
Missouri. 


The competitive spirit among his 
department managers, while lacking 
any trace of bitterness, nevertheless 


His Customers 
Don t Ask 
The Price 


John Albert's “Satisfaction-or-Your-Money-Back" 
Policy Has Built a Large Business from Small 


Beginnings in St. Louis. 


Another view of the store. This is the hosiery and bag department, 
headed by a young lady with two assistants. 


is real. They are truly friendly 
enemies—seven men, each liking the 
job on which he specializes, but ready 
in times of emergency to help any 
one of the others, and all piling in to 
help put the store’s stock in order. 

This is one of the reasons for the 
store’s success, but there are others. 
The advertising slogan “Where They 
Fit Your Feet” may be one of them, 
since implicit in this slogan is the 
promise of satisfaction or the cus- 
tomer’s money back. 

“Our cash register,” comments 
Manager Harry E. Albert, “is equip- 
ped to ring both ways,” a phenome- 
non which has not only given custom- 
ers the utmost confidence in the 
store, but also has inculcated in 
large numbers of them the pleasant 
habit of not even asking the price 


until they reach the cashier's desk on 
the way out. 

As departments have been added to 
this almost unique institution, they 
have begun in a small way, standing 
on their own feet. At least one—the 
five-year-old hosiery department— 
went through the same retail-repair 
cycle as did the main store when it 
was first established. This depart- 
ment, when installed, was turned over 
to a young lady named Martha Smith. 
As her employer did before her, she 
sold hosiery and took orders for re- 
pair work unti] merchandise sales had 
expanded to the point where it was 
possible to show a good profit with- 
out the repair business. The depart- 
ment is still under her management, 
bags have been added, and she has 
two assistants. 


Boot and Shoe Recorder 


aL 
‘ 
4 
ee 1 | of the John Albert Shoe Store. Stock is open; 
rts G mirrors at intervals break up the rows of boxes. 
‘ 
‘ 
he 
v 
q 
’ 
4 


lil amw@ & 


QUALITY TREND 


3 Quality Shoemakers use flexible, com- 
fortable Darex Insoles today to build 


tomorrow’s post-war markets. . 
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ALTHoucH they may not yet have found the leather lin- 
ing, shoe manufacturers begin to see faint edges of silver 
in the-news that, beginning in September, army require- 
ments for combat boots will be reduced by 30 per cent, and 
service shoes by 50 per cent. Production of civilian shoes of 
leather have markedly decreased in the past few months 
and quite naturally shoe men have been disturbed about 
prospects for the remainder of the year. However, with the 
announcement that army demands for both combat boots 
and service shoes will be noticeably lessened, hopes have 
correspondingly risen. 

There seem to be indications that price lines and produc- 
tion quotas will largely remain the same as planned in 
M-217. Therefore the actual civilian production will see no 
great change in the third quarter of the year. But with 
‘this look-for decrease in the numbers of Army shoes, 
greater emphasis will be given to rationed type of footwear 
for civilians. The classification of shoes which will benefit 
most at this time will not be women’s and men’s dress 
shoes. The type of leather released from combat shoes will 
naturally be usable for men’s work shoes, safety shoes and 
those types which have for some time been as scarce as 
the provérbial hen’s teeth. 

Thus while this is, at the moment, no great boon to shoe 
- manufacturers in this area, yet they take it as one of the 
_ few “good signs” which have come into the picture during 
the current year. As Army demands for leather decrease, 
inevitably it will in time affect the overall leather situation 
and they prefer te think that perhaps by the fourth quarter 
of 1945 prospects will be perceptibly brighter. Thus the 
optimism touches not only the footwear industry itself but 
makes men more hopeful for an earlier end to the war. 


THE lest three weeks in Joly saw mansfacturers in this 
area catching up on production, which had been slowed 
down by the closing of factories for a week’s vacation dur- 
- ing the first week of the month. In some factories full pro- 
duction was not reached until the middle of the month. 
With offices, as well as factories, closed, in a number of 
plants, there was a general lull in the industry during this 


Plenty of activity is expected in this area, however, when 
buyers come into the market in late July and early August. 
Although new styles will be very limited in number and 
many factories are not introducing any new ideas for late 
Fall selling, retailers are expected in at that time to place 
orders for late Fall deliveries. 


One of the leading high style manufacturers, who plans 
to have new shoes ready by the beginning of August, re- 
ports that he will have a new line ready for October and 
November delivery. These shoes will be in suede, calfskin 
and some patent leather for certain parts of the country. 
There will be nothing radically different about these shoes, 
he says. Open toe and open back patterns will still pre- 
dominate, even for this selling season. Unrationed Fall 
shoes, also being made by this manufacturer in gabarding, 
will be delivered in August. 

Another factory which has only recently gone into me 
manufacture of dressy types for women is introducing half- 
inch platform soles with nailhead trimming into their sec- 
ond Fall lines, to be delivered in September, October and 
November. 

While the general opinion is that it is impossible to give 
customers both units and diversity of styles, and that the 
retailer prefers the former, one maker of quality shoes here 
expressed the view that women are going to be extremely 
demanding regarding shoes styles in the post-war period. 
As an example of production difficulties this same manu- 
facturer remarked that he is still delivering Spring shoes. 
In spite of this condition he maintains that “everything is 
fine” and this attitude of cheerfulness is general every- 
where. ” 
WHOLESALERS in the New’ England market, even 
though current operations are badly hampered by lack of 
merchandise, nevertheless are looking forward hopefully to 
a prosperous post-war future. At the moment, of course, 
they are more concerned with inability to get shoes. Two 
of the largest houses reported recently that they had re- 
ceived to that date only about 30 per cent of orders placed 
long ago; that shoes for Summer selling were still coming 
in; and that few if any Fall styles had made their 
appearance. 

Their optimism insofar as the post-war era is concerned, 
is based largely on their feeling that there will be a tre- 
mendous expansion in the playshoe business and that this 
expansion will be most noticeable among that large group 
of New England manufacturers who distribute their mer- 
chandise through wholesale outlets rather than direct to 
the retail trade. Some-even go so far as to predict a sub- 
stantial comeback of the industry in Lynn and Haverhill 
which, in recent years, have lost niany factories. Inciden- 
tally, OPA’s recent curb on wholesalers who went into 
business since April 1, 1945, is expected to help rather 
than hinder the legitimate wholesalers. Many who went 
into business after April 8, 1943, and who are found not to 
be performing normal distributing functions, will also be 
“screened out.” 


The cut-back in the Army footwear procurement pro- 
[TURN TO PAGE 72, PLEASE] 


Boot and Shoe Recorder 


ee 
> 
ay 
: 
4 
| 
| 
? 
4 
| 
| 
A 
" 
period. 
‘ 
54 
boy 


‘RECORDER REPORTS TO THE INDUSTRY 


NEW YORK TAKES OPA 
RELEASE CALMLY 


THE frantic rush for shoes released 
from rationing which accompanied 
earlier odd-lot releases was not re- 
peated in New York the last three 
weeks in July. Stores reported good 
business and clearing out of stocks, 
especially odd sizes, but, in many 
cases, the buying was spread out over 
more days. Merchants accounted for 
this condition in several ways. One 
cause, they considered, was the lack 
of widespread publicity, owing to the 
strike affecting the delivery of metro- 
politan newspapers. The public 
learned of the release from radio an- 
nouncements by OPA. The other way 
in which consumers could have been 
informed of the release, by window 
announcements, was not utilized by 
many retailers who preferred to let 
the sale proceed more quietly and 
more slowly than in previous seasons. 

Just how fast individual merchants 
were cleaned out of their odd-lot 
stocks depended largely upon how 
many shoes they put into this clear- 
ance. Although the retailers inter- 
viewed reported, almost without ex- 
ception, that they had put the full 
quota allowed in women’s shoes—five 
per cent—in the sale, the number of 
shoes thus released varied from a few 
hundred pairs in some departments 
to several thousand pairs in one very 
large department. As a result, some 
stores were practically cleaned out in 
their women’s departments before the 
end of the first day, and one store, 
with an inventory of 4000 shoes re- 
leased from rationing, still had 35 
per cent unsold by noon of the fourth 
day of the sale. . 

Because men’s departments do not 
have an over-abundance of shoes at 
best, some did not put any shoes in 
the odd-lot release. Many men’s 
stores and departments, however, 
were glad of the opportunity to get 
rid of unusual sizes. They were 
quickly sold out, on either the first 
or second day of the sale. One men’s 
buyer for several stores reported that 
he was not putting out these shoes 
until near the end of the first week. 

As to business apart from the odd- 
lot release, all shoe departments con- 
tinue to be very active. The men’s 
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end is much better than a year ago. 
All types of shoes are selling, staples, 
sport shoes in tan and white, tan ven- 
tilated shoes and loafer-types. The 
only deterrents to even more business 
are the shortage of merchandise and, 
as reported by some stores, a shortage 
of coupons. The increased govern- 
ment orders of the past few months 
have measurably decreased the pair- 
age in civilian shoes, retailers of 
men’s shoes point out. 

In the women’s departments ra- 
tioned shoes are selling well. First 
demand is for black. Because of a 
shortage of this color the individual 
store notes increased demand because 
women are going from store to store 
looking for sizes and styles that they 
want. The entire emphasis is not on 
“anything that fits,” according to the 
manager of a very large women’s 
style department. Women are still 
extremely discriminating, he says, and 
they are definitely looking for new 
style ideas. After black, brown is 
selling, and then colors. Owing to 
late Spring deliveries some stores 
have more navy and red shoes, as well 
as some green, than would ordinarily 
have been the case at this time of 
year. White rationed, as well as un- 
rationed, shoes, especially tan and 
white spectators, continue to sell and 
many retailers did not put their cur- 
rent white shoes in the odd-lot release 
for that reason. One store, however, 


reported 80 per cent of the 900 pairs 
released from rationing to be white 
shoes. Another store put 50 per cent 
white into the sale. This buyer said 
that white shoes were off 50 per cent 
in his department. Play shoes con- 
tinue to sell well. This applies to the 
children’s, as well as the women’s, 
departments. 
& 
SHOE STOCKS LOW IN 
DETROIT STORES 


BUSINESS level in Detroit shoe 
stores is a favorable one for most mer- ~ 
chants, particularly so far as demand 
is concerned. While many stores are 
often unable to satisfy customers on 


‘types or sizes of shoes, they are kept 


fairly busy most of the selling day 
with a constant influx of customers. 
Some stores, despite increasing help 
in shoe departments, remain seriously 
short of enough help. Departments 
and shops designed to handle a few 
customers are often crowded to some- 
thing approaching seating capacity, 
with too few salesmen on the floor. 
Despite this, walkouts of impatient 
customers are few. 

Stocks are generally down as much 
as 50 per cent, representative stores 
report. Children’s shoes, however, 
are in better shape, and some stores 
report their stocks in this field ap- 
proaching normal. Shrewd buying is 
probably the reason, as other mer- 
chants still feel the pinch in the youth 
departments seriously. In the growing 
girls’ section, it still prevails gen- 
erally—and is a major worry to buy- 
ers. 

An outstanding factor of the pres- 
ent market is the general agreement 
of shoe merchants, small and large 
alike, that the quality of shoes, in- 
cluding the non-rationed, has im- 
proved markedly in the past six 
months. The low grade merchandise 
which caused serious complaint some 
months back no longer seems to be 
coming into the better stores in quan- 
tity. 

Among important trade problems 
arousing the attention of local shoe 
men is that of assuring an adequate 
protection against anticipated price 
increase given to manufacturers. 
While the exact method is open to. 
debate, retailers feel they cannot ab- 
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‘whites. 


sorb further increases in wholesale 
costs, as they have had to do for some 
two years or more. 


There ‘is considerable sentiment — 


against too frequent OPA releases of 
shoes here, as well, because of the 
psychological effect, although it was 
anticipated that such steps might be 
considered as the end of rationing 
approached. 

Major stores are continuing their 
advertising programs in satisfactory 
volume. Rollins is offering 
sole “fun shoes” at $9.85. Himel- 
hoch’s is offering a Scotch-grain 
pump in white, navy, black, or tan, at 
$14.95. Crowley’s has been featuring 
whites in various patterns in the mid- 
dle price range. Kern’s has been fea- 
turing two-tone spectators, and 4 
head trims. Emphasis in recent ad- 


vertising has been fairly strong on 


TREMENDOUS RESPONSE TO 
ODD-LOT SALE IN BALTIMORE 


THE OPA release on odd-lot rationed 
shoes brought forth a tremendous re- 
sponse from Baltimore shoppers to 
the extent that most stores reported 
a sell-out within three days. At Hess, 
where mostly white dress and play 
shoes were displayed on a table in 
their Thrifty Shop, rows of women 
three deep waited on the steps lead- 
ing into the department the first day 
of the sale, for a chance to select 
items without a stamp. 

Hahn reported that its odd-lot num- 
bers consisted mainly of red and 
green suedes plus three numbers in 
white, all of which sold out in two 
days. 

Brown and white spectators and 
flat heeled items in patent and brown 
calf, also some white shoes, domi- 
nated the release sale at I. Miller and 
the manager reported that three days 
was the time needed to dispose of 
them. 

At Hochschild, Kohn & Co. one day 
was all that was required for the 
sell-out of their OPA release odds 
and ends. Here the buyer reported 
that the bulk consisted of 15 per cent 


. whites plus other items in broken 


sizes and styles. 


Stores here generally were enthusi- 
astic over the tremendous sales of 
non-rationed play shoes. One mana- 
ger attributed the heavy increase to 
vacation time and the fact that since 
V-E Day the spirit of play has in- 
creased and a lighter mood has taken 
hold of shoppers here. 

One department store buyer said, 
“Ninety per cent of the people can 
wear non-rationed play shoes, and we 
have done a big business in them. I 
think non-rationed play shoes in dark 
shades for the Fall will be very good.” 
He said that in the children’s depart- 
ment, saddle oxfords and_ barefoot 
sandals in unlined elk were selling 
well. However, he wasn’t very opti- 
mistic in regard to alligators, snake- 
skins and lizards for Fali. Reported 
also by him were heavy sales in 
white, a good percentage of black in 
all materials available, as well as gab- 
ardines. “The overall picture for 
July, 1945, was much better than for 
1944. The increase was 40 per cent. 


Play shoes, particularly, were tre- 


mendous.” 

The manager at I. Miller announced 
the display of Fall merchandise in 
August with concentration on light- 
weight black suedes in the “naked 
look.” Baltimoreans, he believes, 
have been economical this year, sav- 
ing their old stamp for careful Fall 
buying. He also said that July, 1945, 
business showed a 15 per cent in- 
crease over that of 1944. 

Hahn’s, too, will start their Fall 
promotion in August, leading off with 
the traditional suedes and school shoes 
in moccasins, oxfords, saddles, with 
brown predominating. 


NON-RATIONED FOOTWEAR 
IN DEMAND IN CHICAGO 


_ Wuen the opening gun.of the OPA 


‘odd-lot release was fired on July 9, 
the anticipated rush of customers re- 
sponded. On State Street, Field’s got 
the first rush since they are the only 
store open Monday mornings. All 
departments were jammed throughout 


‘the morning, and there was many 4 


customer who profited handsomely 
from varied lines of suedes, patents 
and other desirable merchandise. Nat- 
urally, the tables of ration-free foot- 
wear consisted largely of smaller sizes 
in narrow widths, but the early birds 
—and there were many of them— 
were lucky in finding a few pairs of 
genuine alligators and suede pumps. 
With other stores opening at noon, the 
crowds thinned a trifle, but through- 
out the day there were at all times 
more customers than salespeople 
Several of the specialty houses found 
their stocks pretty well cleared out by 
the end of the first day. Some of the 
larger stores still had a small amount 
of stock carried into the second and 
third day, but in the main there was 
little choice left. Most shoe men 
found that a three-week period was 
not necessary to clear their shelves of 
odds-and-ends. 


In regular merchandise there is still 
some selling of white footwear, with 
some customers still willing to give 
up a ration stamp for leather shoes. 
All stores report a lively business, 
however, on non-rationed fabrics, 
raffias, etc. A number of high style 
white suedes are still moving, notably 
some handsome slingbacks at O’Con- 
nor & Goldberg, set upon a high 
platform sole studded with gilt nail- 
heads. Joseph’s, too, continue to be 
successful with white suede cross 
strapped sandals in high heeled ver- 
sions. 

Again emphasizing their interest in 
high fashion footwear, Joseph's pre- 
sented exclusively a handsome sandal 
of Persian tapestry. It was reported 
that the entire line was sold out by 
the second day. 

Several of the specialty houses are 
beginning to show Fall merchandise, 
reptiles, calfskins, suedes. But no one 

[TuRN To PAGE 94, PLEASE] 
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More Leather Released 
For Luggage and Footballs 


Increased amounts of leather will be 
available for such civilian items as lug- 
gage, footballs and other athletic equip- 
ment, furniture upholstery and leather 
equipment for peace officers, guards 
and cowboys, as a result of the revoca- 
tion of three leather directions and the 
amendment of another, the War Pro- 
duction Board announced July 16. WPB 
cautioned, however, that all military 
and essential items will+still get first 
call on all leather. 

Directions 3, 14 and 19 to M-310 (the 
hide, skin and leather conservation 
order) were revoked. 

The amendment was to Direction 15 
to M-310, and it lifts the restrictions on 
vegetable tanned cattle hide leather as 
well as on kipskin and calfskin. These 
may now be used for the manufacture 
cf athletic equipment such as footballs, 
volley balls and basketballs for civilian 
as well as military use. 


Previously Direction 15 excluded kip- 
skin and calfskins from its operation 
and limited the quarterly delivery of 


other cattle hide leather used in the 
manufacture of athletic goods to a per- 
centage of the August, 1944, total. 

The revoked Direction 3 confined the 
production of hair sheep skins to that 
for military uses. Army cutbacks made 
possible the revocation, which releases 
skins for civilian uses such as gloves, 
etc., WPB said. 

Direction 14 limited the quantity of 
eattlehide leather that could be pro- 
duced for use in the repair of up- 
holstery and the manufacture of lug- 
gage, belts, pistol holsters, rifle scab- 
bards and similar accoutrements to the 
quantity allowed for such use in the 
third quarter of 1944. 

Direction 19 provided that 15 per 
cent of the monthly civilian goatskin 
leather production be used or set aside 
for the manufacture of uppers for chil- 
dren’s and infants’ shoes. 


Remove Controls 
On Luggage Items 


All controls covering the manufac-. 


ture of trunks, traveling and overnight 

bags and scores of luggage items were 

— by the War Production Board 
ay. 

The action gives full production 
clearance to the manufacture of bags 
and cases for travel and was occa- 
sioned by the good supply of brass, 
zinc -and copper alloys for buckles, 
hinges and other fittings, WPB said. 

The board action, however, does not 


ARMY RECORDS SHOW FEET 
GETTING BIGGER 


Enlisted men in the Army of the United 
States have bigger feet than did their 
lecessors In World War |, accord- 

g to a study of size tariffs just released 
by the Public Relations Office of the Jer- 
sey City Quartermaster Depot. Back in 
1917, the “best-selling” sizes were 8-E 
and 8-D. Today's army has as its pre- 
deminating size a 9-E with 8Y2-D a close 
runner-up. Sock sizes have increased 
During the first World 

‘ar, 31.4 per cent wore size 10. This 
size today represents only 16 cent, 
while 31.8 per cent wear size 11. 

The guy who is coming back soon and 
om on a spending spree also has a 

rger head and is taller. In other ways, 
however, he is smaller, having lost about 
one inch in chest measurement and with 
a collar size of 142 to 15, as compared 
with 15 to 152 in 1917. 

The tariff lists which served as the 
basis for this survey were made up from 
a tabulation of the measurements and 
clothing Issues for more than 6,000,000 
inductees taken from all parts of the 
country. 


guarantee that the manufacturer will 
find the wood, plyboard, chipboard, 
fabric and leather needed to manufac- 
ture his product. It merely relieves 
him of the necessity of obtaining prior- 
ities if he is able to purchase materials. 

Conservation order L-284, which set 
up controls and outlined luggage sizes 
that could be manufactured, was re- 
voked. 


OPA Moves to Curb Opera- 
tions of Wartime Jobbers 


’ An order regulating shoe wholesal- 
ers, the first of a new series of jobber 
controls to be established soon over 
most consumer goods sold at wholesale, 
was announced July 13 by the Office of 
Price Administration. The order sets 
the pattern for other actions now being 
considered that will eliminate unwar- 
ranted jobber charges and curb the op- 
erations of wholesale operators who 
work with “affiliated supplies” or “affili- 
ated purchasers” to defeat the price 
regulations. 

Under the order, “OPA Shoe Whole- 
sale Numbers” will be issued to jobbers 
who, during the five years before April 
1, 1945, were operating regularly as 
wholesalers in the distribution of shoes. 
Every wholesaler who receives a num- 
ber must list it on his invoices to 
customers. 

The agency will not accept applica- 
tions from jobbers who went into busi- 
ness on or after April 1, 1945, and in 
processing applications, will screen out 


those of jobbers who went into business 
on or after April 8, 1943, and who do 
not perform the normal distributive 
functions of a jobber—for example, 
“dummy jobbers.” 

The date “April 8, 1948,” is the date 
of the President’s order to “hold the 
line” on prices and is close to the date 
of the start of shoe rationing. It was 
at about this time that the country be. 
gan to feel the effects of serious war. 
time shortages of footwear. The date 
was selected because jobbers who han- 
dled shoes before the period of tight 
supply were generally operating estab. 
lished businesses and would not have 
risked losing customers by introducing 
irregular practices. 

A jobber who fails to qualify for a 
wholesale number will not be permitted 
to charge his customers a mark-up 
over his own net invoice cost, or (if he 
can meet conditions laid down in the 
order) over his supplier’s maximum 
price to the same class of customer. 

In addition, any jobber who sells 
footwear purchased from an “affiliated 
supplier,” or sells footwear to an “af- 
filiated purchaser” who sells new cate- 
gories of footwear that he first began 
to handle after April 1, 1945, will not 
be entitled to a mark-up on these sales 
even if he has received an OPA 
number. 


To Stimulate Increase 
In Goatskin Supply 


To encourage an increase in the 
available supply of goatskins imported 
into the United States, the Foreign 
Economic Administration recently an- 
nounced the adoption of amendments to 
its plan for government purchase of 
goatskins, 

The amendments provide fof bonus 
payments by the U. S. Commercial 
Company to foreign shippers of goat- 
skins who exceed specified quotas for 
designated markets. 

The governments of the United King- 
dom and Canada are cooperating with 
the government of the United States 
in this matter by entering into identical 
bonus arrangements in respect to all 
goatskins imported into their countries. 

Under the amendments to the gov- 
ernment purchase plan, bonus pay- 
ments to shipments will be payable on 
all goatskins contracted for by the 
U. S. Commercial Company during the 
third quarter of 1945 and shipped with- 
in the time prescribed in the purchase 
contracts, provided specified quotas for 
designated markets are exceeded. 
[More WASHINGTON News ON Pace 70} 
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After the war, you talk Clinics and we'll 
talk turkey; for once we're freed from the 
straight jacket of quotas we will be looking 
for top flight dealers to handle Clinics—the 


top flight shoe for young women in white. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SHELL BLDG. 1221 LOCUST ST. ST.LOUIS 3, MO. 
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Rise in Civilian Shoe Production Seen 


_ Wasnincton—More leather shoes for civilians will be 
produced during the last three months of this year than 
in any previous quarter of 1945, because of scheduled 
military cutbacks, the War Production Board and the 
Office of Price Administration announced July 19. 

A production rise of civilian shoes containing leather in 
the uppers or soles to approximately 26,000,000 pairs per 
month daring the fourth quarter of 1945 is expected to 
result from the freeing of substantial quantities of cattle- 
hide upper leather and corresponding amounts of sole 
leather by curtailments under way in the military program. 
Of this amount, it is estimated that there would be avail- 
able for rationing to civilians in the United States some 
24,000,000 pairs a month. This is because about 2,000,000 
pairs of these shoes produced every month do not come 
under the rationing psogram. 

Resulting additional supplies of leather for civilian foot- 
wear will be almost 10 per cent greater in the fourth 
quarter of 1945 than in the first quarter, and about 20 
per cent more than during the second and third quarters 
of the year, WPB estimates show. 

Shoes included in WPB’s fourth-quarter production esti- 
mates will take some time to find their way into retail 
stocks, OPA said. 

The shoe ration order is flexible enough so that adjust- 
ments can be made promptly when the supply situation 
warrants it, the agency added. For. the present, however, 
OPA has declined to predict when a shoe ration stamp 
will become good after the validation of Airplane Stamp 


approximately 26,000,000 pairs of leather shoes per month 
of civilian shoes containing leather compares with only 
about 21,500,000 per month in the second quarter, some- 
thing less than 24,000,000 per month in the first quarter, 
and an estimated 22,500,000 per month in the third quarter 
of 1945. 

Actual figures were not immediately available on the 
increased supplies of civilian sole leather expected to 
result from the military cutbacks programmed for the 
fourth quarter. The percentages, however, are expected 
to correspond with the increases in upper leather. 

Anticipated supplies of upper leather for civilian foot- 
wear in 1945 are shown in the following table: 


Million Square Feet of Upper Leather 
Cattiehide 
Leather Other Total 
First quarter .......... 46.3 89.9 136.2 
Second quarter (Prelim.) 33.1 90.8 123.9 
Third quarter (Estd.).. 36.0 89.8 1258 
Fourth quarter (Estd.).. 56.6 92.1 148.7 


The actual first quarter production of civilian shoes con- 
taining leather in the uppers or soles, based on Bureau of 
Census data, is compared with estimated data for suc- 
ceeding quarters of 1945 in the following table: 


Millions of Pairs of Civilian Shoes Containing Leather in 


No. 4 in War Ration Book No. 3 on August 1. 
The anticipated rise during the last quarter of 1945 to 


Uppers or Soles (Excluding Slippers) 
Second quarter (Prelim.) 
Third quarter (Estd.) ....... S 67.0 


Fourth quarter (Estd.) 78.0 


Plim to Lift Quotas 
On Low Price Shoes 


WASHINGTON, D. C.—At the confer- 
ence between industry advisory com- 
mittees and WPB officials on July 24, 
the trade zepresentatives were told to 
expect lifting of quota restrictions on 
manufatture of low price shoes to 
stimulate production. Quotas affected 
would be up to $8 on men’s shoes and 
$2.50 on women’s. As a companion 
move, it was reported that OPA 
planned to release some low priced 
shoes from rationing. 

Trade representatives were also 
sounded out as to what their attitude 
would be on a proposal to revoke all of 
Order M-217 except Section I, dealing 
with production quotas. 


Footwear Story Told on Air 


_ New Yorx—Harold R. Quimby, sec- 

retary of the National Shoe Manufac- 
turers Association, was the guest ex- 
pert interviewed on July 17 during the 
broadcast of the Alma Kitchell pro- 
gram over Station WJZ in this city. 

Basing the answers to Miss Kitchell’s 
questions largely on “The Story of 
Footwear”, of which book he is the 
author, Mr. Quimby told of the origins 
of shoes, explained the standards of 
shoe measurements, traced to their 
sources several words peculiar to the 
industry’s terminology and proved by 


comparative statistics that Americans, normally use leather little more than 


in number of pairs, are much better 
shod than®*the people of many other 
countries. Turning’ to foot health, he 
pointed out that hot weather leads to 
an assortment of foot ailments and dis- 
cussed their treatment. It has been 
established, he said, that white shoes 
are definitely cooler than black. 


Washington Newsreel 


[CONTINUED ON PAGE 38] 


The long squabble between the A. E. 
Nettleton Co. and WPB has ended in 
relief for the entire shoe industry. 
WPB has agreed to remove paragraph 
(c) 8 from Order M-217 giving equal 
opportunity to all manufacturers to 
make moccasin, saddle and mudguard 
rationed-type shoes. 

Three successive appeals by Nettle- 
ton were denied by WPB.. Finally, at 


a public hearing several weeks ago, at. 


which time two Senators appeared in 
behalf of the company, WPB accepting 
the case on a hardship basis granted 
permission to Nettleton to manufac- 
ture this distinctive shoe with a leather 
sole. . 

Shortly afterward it was decided to 
give all manufacturers an equal oppor- 
tunity by revoking petagraph (ce) 8. 


The recent open-ending of Order 
M-3-0 and the revocation of L-284 


gives luggage, handbag, wallet, brief 
cage, and the other manufacturers who 


* sion. 


a “hunting license” to find supplies net 
needed for essential military and @& 
vilian uses. But these actions do point 
up the problem cited many times on 
this page, that is the moral obligation 
of the government to give every indus- 
try using leather an even chance to 
share in cutbacks. 

Since most of the military cutbacks 
in prospect involve chrome rather than 
vegetable-tanned cattlehide the luggage 
and other.industries using cattlehide 
will benefit little for the present. But 
as cancellations pour in affecting 
chrome leather tanners who normally 
supply these manufacturers will again 
seek their normal outlets. Meanwhile, 
fairly substantial quantities of pigskin 
should be available for luggage and 
other such products. : 

These industries will have to move 
with caution in seeking leather sup- 
plies, for if too much leather is di- 
verted from more essential uses before 
the overall. situation is eased, they will 
find themselves saddled with a WPB 
directive leaving them in much the 
same position as they were before be- 
ing granted the “hunting license.” 


Remodel Store Front 


LAKE Crry, — McKen- 
drick’s has a new front after extensive 
remodeling which replaced the former 
show windows with a modernized ver- 

Other improvements include 
fluorescent lighting. 
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Not right now—but some day we'll be 
manufacturing a “different kind of canvas 
shoe”—one of the “better things for better 
living” consumers are expecting in the future 


..-It will be Canvas Rubber Soled Shoes with “P-F” 


°° is a special built-in feature which — | 
1—Cradles the arch in a way that wards off strain. 
2—Keeps the bones of the foot in their natural, normal position. 


3—Guards against flat feet. 


4— Avoids strained, tired leg muscles. 
5— Provides safe, correct, comfortable foot support for men, — 


women, and children. 


This progressive development has been patented, 
and will be incorporated in canvas rubber-soled 
thoes \made only by B..F. Goodrich or Hood 
Rubber Company. “P-F” makes all the difference 
in the world in canvas shoes, and is an illustration 
of “feature” merchandise which many retailers will 


want to promote when it can be manufactured. 

Right now we are telling consumers that “we 
will make canvas shoes with “P-F” as soon as we 
can” —but we'll tell you before we start to make 
them. At.the proper time, we'll tell consumers 
when retailers have them to sell. 


P A means Posture Foundation ...a Patented Feature 


found only in Canvas Shoes made by... 


...or... 


HOOD RUBBER COMPANY 
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SUCCESS STORY 


Mr. STANLEY L. ALLFREE, Manager 
HEALTH SPOT SHOE SHOP 
106 North Second Street 


Harrisburg, Pennsylvania 
Recognizing an outstanding opportunity 
and then making the most of it accounts 
in great measure for the well-earned 
success which Mr. Allfree enjoys today. 


His twenty-five years’ experience in the 


retail shoe business, plus a natural ability to build customer good- 
will and loyalty, enable him. to derive the full benefit of the profit- 
sharing plan under which Health Spot Shoe Shops operate. 

The profit-sharing plan not only challenges a man to do his best, 


but rewards him most fairly. 


The increased earnings of Health Spot Shoe Shop operators in all 
parts of the country proves the merit of this plan. 
MEN WANTED 


Opportunities are always open for men of experience and ability who are ambitious to better their 
income and enjoy a real success. Send for an application blank today! 


Health Spot Shoe Company 


1240 W. LAWRENCE AVENUE + CHICAGO 40, KLLINO!IS 


ate ~ 
HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 


Scientific Approach to 
Men’s Shoe Merchandising 


[continued FROM PAGE 49] 


was a correct one is evidenced by a 
steady increase in sales of this depart- 
ment since 1943 when the new strategy 
was introduced. 1944 sales through 
March 31st showed an increase of 328 
per cent over sales for the same period 
the previous year; the first three 
months of 1945 ran 75 per cent ahead 
of the same period the year before—at 
a time when many men’s shoe depart- 
ments were making poor showings as a 
result of the large numbers of men who 
gave their coupons away to the women- 
folk in their families! 

Mr. Norton has an efficient ‘ated of 
keeping accurate check on the styles and 
sizes which sell in his department, and 
this record has been an invaluable aid 
when it came to reordering shoes or 
planning purchases for a new season. 
The record consists of five years’ sales 
for each six-month period of each type 
of shoe in stock. 

Thus, at a glance, it may be seen how 
sales of each type and size stack up in 
the Spring or Fall season, which sizes 
are most popular, which styles are year- 
to-year sellers. Analysis over a five- 
year period eliminates those models 
which are short-lived because their sale 


was based on an ephemeral appeal. 

This record is of great help in normal 
times, when reorders on short sizes are 
niade frequently; with deliveries as 
slow as they have been during this war 
period, the chart is not used so much 
for fill-ins as it is for planning pur- 
chases from season to season. Every 
shoe in the store is recorded on these 
cards, and a case history of each model 
is available at a flick of the wrist. 

This system of analysis is used in 
conection with a very accurate unit con- 
trol system developed by the president 
of the firm, Sargeant F. Eaton, and 
Earl W. Brotherton, vice-president. 
The system, in storewide use, indicates 
weekly volume, potential volume and 
other necessary control figures, assur- 
ing fast turnover, elimination of slow 
moving merchandise, balanced price 
lines, as well as weekly and monthly 
sales and inventory totals. 

The shoe departments, located on the 
main floor, cover an extensive territory. 
The men’s department is somewhat 
secluded, adjacent to the men’s furnish- 
ings, and near a separate entrance at 
the back of the store. Mr. Norton, who 
was connected with Franklin Simon & 
Co. in New York for five years, and who 
also spent five years with Porteous, 
Mitchell & Braun in Portland, Me., has 
been with Howland for the past fifteen 
years, It-is the intention of the manage- 
ment after restrictions on remodeling 


are lifted, to modernize the shoe depar, 
ments as part of a store policy ® 
modernize the entire first floor. 


International’s Six-Month 
Net Income $2,966,749 


St. Louis, Mo.—International 
Co. has reported net sales of $79,399, 
895 ior the six months ending May 
81st, a gain of $2,575,591 over net sale 
reported for the same period the prey. 
ous year. Net. income for the period 
was reported as $2,966,749, compared 
with $3,106,250 for the corresponding 
period in 1944. 

“The increase in net sales resulted 
from further expansion in the produc 
tion of military shoes induced by the 
Government’s procurement program 
which, early in the year, was stepped 
up to the highest level reached during 
the war period,” said Byron A. Gray, 
president of the company, in his mes 
sage to the stockholders. “While this 
Government procurement program took 
a very large part of the total leather 
supply and consequently made it ex 
tremely difficult to maintain produce 
tion of rationed leather civilian shoes, 
the company’s decline in volume of 
civilian shoes was small. 

“Net earnings reflect a continuation 
of the trend toward narrower margins 
under OPA ceiling prices in the faceaf 
rising costs, which was noted during 
1944.” 
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This shoe is fitted with the surface 
type ENAMEL FINISH INVINCIBLE 
ROLL SETTING EYELETS. 


. We are now able to supply Shoe Manu- 
STANDARD COLORS Our Number facturers with Invisible Eyelets in plain 


finish and our Enamel Finish Invincible 
Varsity G 2500B 
1100 Roll Setting (surface type) Aluminum Eye- 
Army R 
Black lets in standard sizes and colors. 
White 500 
Plain Aluminum 


UNITED SHOE MACHINERY CORPORATION. 


BOSTON, MASSACHUSETTS 


August |, 1945 
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SLIPPERS 


CALIFORNIA PROCESS + LEATHER SOLES 


COLORS: RED, ROYAL BLUE, WINE 


Net 10 days F.0.B. New York Minimum Orders—18 pairs 
Shoes, Slippers and Rubbers 
for Men, Women and Children 


GERDA 
FOOTWEAR COMPANY 


158 Duane Street New York 13; N. Y. 


“Mfrd. by Meltzer Footwear N. Y. 


Editorial Outlook 


[CONTINUED FROM PAGE 43] 


phase of the war and the existing situation of the indyp. 
try there are other sections of M-217 that have ogp 
lived their usefulness, 

The big problem facing the shoe industry with tw} 
gard to the lifting of wartime restrictions, however, 
relates to rationing. Close on the heels of the announge. 
ment of action affecting the luggage industry, War 
Production Board and the Office of Price Administra. 
tion issued a joint statement of some significance which § 
may have been intended in part to minimize apprehep. 
sion aroused in the shoe trade by the lifting of luggage 


‘restrictions. The WPB estimated that, as a result of 


lowered military demands for both cattle hide upper 
and sole leather, civilians will have about 10,500,000 
more pairs of leather shoes from production of the last 
three months of this year than will probably be made in 
the current quarter. 

OPA at the same time cautioned consumers against 
expecting increases to be immediately noticeable, since 
the new production “will take some time to find its way 
into retail stocks. The shoe ration order is flexible 
enough so that adjustments can be made promptly when 
the supply situation warrants it,” the agency said. “For 
the present, however, OPA cannot predict when a shoe 
ration stamp will become good after the validation of 
Airplane Stamp No. 4 in War Ration Book No. 3 on 
August 1.” 

There are other officials in the government who hold 
different views with regard to the end of shoe rationing 
(Washington Newsreel, page 38, this issue). But be 
fore any decision is made, the views of accredited 
spokesmen for shoe merchants and manufacturers, in- 
cluding representatives of the important associations, 
should be thoughfully considered. 

There is a strong sentiment in some official quarters 
in Washington in favor of lifting the shoe rationing reg: 
ulation, either actually or in effect through the issuance 
of additional ration stamps, about the end of this yeat, 
provided shoe production increases sufficiently to war- 
rant such action, as now seems quite probable. 

Just when and how this will be accomplished remains 
to be worked out. Due consideration should, and um 
doubtedly will be given to the fact that many retailers 
have on their shelves considerable stocks of non-ta 
tioned shoes. These stocks are certain to constitute @ 
problem to the merchants who own them whenever oF 
however rationing is lifted. Meanwhile the policy that 
retailers should pursue from here out seems sufficiently 
clear. The action taken in the case of the luggage im 
dustry controls and the prevailing attitude in Washing 
ton with regard to shoes all make it apparent that some 
decisive action on shoe rationing can reasonably be an- 
ticipated in the not too distant future. Retailers should 
therefore consider themselvés warned and plan their 
merchandising operations accordingly. 
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Ta the modern Richard Cann McMullen 
Experimental Station constant research is being carried on 
to improve tanning methods and the colors and finishes of Kid. 
In addition to experiments a constant check is made on various 
operations to insure the uniformity of the leather. Moisture affects 
many processes, particularly drying. Small leather samples are placed in 
the Montine tester and in forty minutes the amount of the 
moisture in a given lot of leather can be determined. Until recently 
twelve hours was required for a moisture test. This is one of 
the many steps in preparation for the post-war improvement of Kid. 
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CHILDREN'S 
LEATHER SOLE SLIPPERS 


NON-RATIONED 


Net 10 Days 
F.0.B. New York 
Minimum Orders 
18 pairs 


NO. 203—IN SATIN, RABBIT FUR COLLAR 
NO. 205—IN CORDUROY, RABBIT FUR COLLAR 
COLORS—WINE OR BLUE. SIZES I! to 3 
IMMEDIATE DELIVERY 


SHOES, SLIPPERS and RUBBERS 
FOR THE FAMILY 


GERDA FOOTWEAR COMPANY 


e.During the next few months 
there’ll be fewer shoes to sell 
and greater demand for shoe 
repairing. What a chance to 
make fast friends and perma- 
nent customers by featuring 
I.T.S. Left and Right Rubber 
Heels and I.T.S. Tuffy Heel 
Lifts, now made of a remark- 
able new synthetic rubber— 
live and springy, tough and 
long wearing—pre-war qual- 
ity known to millions. Avail- 
able now in black and brown. 


THE COMPANY 


158 DUANE STREET 


NEW YORK 13, N. Y. 


ELYRIA, OHIO 


On Moccasin Type Shoes 


Prohibition of the use of leather 
soles in production of footwear with 
moccasin-type or mudguard vamps, 
saddle-type footwear and certain other 
types of shoes was removed July 20 by 
the War Production Board. 

This action was effected through 
amendment of the footwear order, 
M-217. 

The order previously prohibited 
manufacturers from attaching any 
leather outsoles or outside leather taps 
to any footwear having raised—or flat- 
seam moccasin-type vamps (including 
genuine moccasins with soles) or mud- 
guard vamps, any saddle-type foot- 
wear, and any footwear with imitation 
wing tips, imitation stitched moccasin 
types, imitation stitched mudguards, 
and imitation stitched saddles. As a 
result, manufacturers who made these 
types of footwear during the last two 
years -have used soles made of plastic, 
rubber or other leather substitutes. 

In 1944, approximately 80,000,000 
pairs of soles of material other than 
leather were made by synthetic sole 
producers. Production of non-leather 
soles currently is at the rate of about 
120,000,000 pairs a year. 

WPB hopes the industry will con- 
tinue to use non-leather soles on foot- 
wear for which they are suitable, since 
they have proved very satisfactory. 


Leather Welts and Insoles 
For Non-Rationed Shoes 


To increase the serviceability of non- 
rationed shoes for juveniles and men, 
manufacturers will be permitted to use 
leather welts and lightweight leather 
insoles in these types of non-rationed 
shoes, the Office of Price Administra- 
tion July 13. Straight or short shield 
tips and backstays .of pigskin leather 
also will be allowed on these shoes. 

The provisions of today’s amendment 
to the shoe rationing regulation, effec- 
tive July 17, 1945, apply only to shoes 
made without platform or platform ef- 
fects and having heel heights of 1 in. 
or less. 

The amendment provides that: 

(1) Any type of leather may be 
used for insoles or welting, but the in- 
sole may be no more than three iron in 
weight. 

(2) Pigskin leather only may be 
used for straight or short shield tips or 
backstays, but the backstay may be no 
more than 2% in. at the widest end of 
the flare. The term “pigskin” includes 
bacon rind pigskin, ham rind pigskin 
and pig strips. 

The use of leather in welts and in- 
soles will strengthen a non-rationed 
shoe and give it longer life, OPA said. 
Similarly, the use of pigskin at the tip 
and back will reinforce shoes at the 


principal points of wear. The result- 


ing improvement in the utility of non- 
rationed shoes will stretch the avail- 
able supply of civilian footwear, at a 
time when consumers are relying on 
non-rationed shoes to supplement the 
rationed types. 

During the last year, the War Pro- 
duction Board has attempted to in- 
crease the production and quality of 
non-rationed shoes, particularly the 
juvenile and men’s work types. With 
that aim in mind, WPB asked OPA to 
permit the use of leather in non-ra- 
tioned shoes of these types. The small 
amounts of leather allowed for the pur- 
pose will have no significant effect on 
rationed shoe production, OPA said. 

Tanners are heavily stocked now 
with lightweight leather insoles and 
welts that can be used for non-rationed 
shoes, OPA said. Only a small amount 
of pigskin is going into rationed shoes, 
while large amounts are being made 
into wallets, handbags and novelties. 
Increased quantities of this leather 
should move from now on into the more 
essential production of footwear. 


Before non-rationed shoes containing 
leather can be shipped from the fac- 
tory, OPA added, the manufacturer 
must mark on one shoe of each pair the 
words “non-rationed” and the War 
Production Board quota number as- 
signed to him for the purchase of 
leather. 
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More Enterprise, Free and Independent — 


[CONTINUED FROM PAGE 48] 


man can knock, where he will be wel- 
comed and given concrete help. The 
Department of Commerce is the logical 
place for the business man to come, In 
itself it has much of the desired in- 
formation. 

Butcher, baker and _ candlestick 
maker, all testify to their great need 
for helpful information. The goal of 
the Department of Commerce is to tool 
up to fill the fundamental needs of busi- 
ness men and to do it quickly and sim- 
ply. 

In the valuable experience of the 
National Bureau of Standards the De- 
partment has an unparalielled source 
of that technical “know how” which has 
proved to be such a national asset in 
time of war. In this day of electric 
power, electronics, synthetics and plas- 
tics, the independent business man must 
be able to get involved know-how in- 
formation if he is to compete. He should 
also have detailed dope about cheap and 
efficient processes and he should know 
how to get access to patents which he 
wants to use. 

The distributor, who wants to par- 
ticipate in the prosperity coming out of 
full employment, also can get what he 
needs. The Census Bureau is the great- 
est fact-finding and statistical agency 
in the United States. If the indepen- 
dent business man who wants selling 
information avails himself of the fund 
of information gathered by the Census 
Bureau, and adapted by us to his needs, 
he will have at his fingertips market 
research data comparable to that of 
the biggest of our corporations. 

The Bureau of Foreign and Domestic 
Commerce is another case in point. It 
has made studies on various aspects of 
business problems over a period of many 
years. The business man, wanting to 
know where he can go to get materials 
or what markets are in need of prod- 
ucts such as he has to sell, can get light 
on these problems from the Bureau of 
Foreign and Domestic Commerce. 

Remember, I am talking about the 
realities of making a product, finding 
out how to sell it and to whom—with 
all the problems that involves, even in- 
cluding training of personnel and the 
correct way to figure costs and mark- 
ups. The area is big and so is the geog- 
raphy, covering not only business done 
in the United States but with the rest 
of the world. 

Foreign trade must be greatly in- 
creased to maintain full employment 
and prosperity inside the United States. 
We must buy from our neighbors, if we 
are to sell to them. The independent 
business man rarely has the finances 
or the staff with which to explore the 
lands of our neighbors. If he is not to 
forfeit the new opportunity to the big 
fellows, already well entrénched, he 


‘Must have quick, accurate and usable 


information. I propose that the De- 
partment of Commerce be the avenue 
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by which the business man finds the 
way to the markets in other countries. 
it 1s our job to tell him what he can 
puy from our neighbors and what he 
can sell to them. We can also tell him 
how to reach sales outlets in those 
countries. 

Many business men have had justifia- 
ble worries connected with the disposi- 
tion of the great surplus of goods which 
is accruing as a result of the war. They 
have felt that since so much of this 
material is usable by civilians, indis- 
criminate dumping may wreck them. 
Recently the Department of Commerce 
has been authorized by President Tru- 
man to undertake the sale of a large 
part of this surplus. It should be under- 
stood that as far as the Department is 
concerned, our effort will be to dispose 
of this so that it will get to the public 
through regular trade channels wher- 
ever that is possible. We are determined 
that speculators will not gobble up all 
the supplies and we are going to be 
equally careful that big companies, 
through subsidiaries, will not get the 
material at the expense of the smaller 
man. In this our policy will be easy 
access to information about the surplus, 
sale at uniform prices and in small lots. 

The controlling purpose behind what 
1 do as Secretary of Commerce is the 
increase in the general level of pros- 
perity, by creating more goods and dis- 
tributing them widely. The higher the 
productivity of human hands, the higher 
will be the standard of living in a 
democratic economy where those who do 
the work on the farm, in the factory, 
the store or the office, get their equita- 
ble share of the fruits of their work. 

The best markets in the United States 
are those areas where the standard of 
living is highest. Business men, along 
with workers, do better in the busy 
manufacturing areas of New England 
than they do on Tobacco Road. Our best 
foreign markets are with England and 
Canada because they too have been in- 
dustrialized. The job is to get the whole 
population onto that desirable level. 
Most of the business in the country is 
done today with about one-third of the 
population. The market ought to be 
and can be 100 per cent of the nation. 


Form New Corporation 


CLEVELAND, OHIO,— Biltmore Shoe 
Stores, Inc., Cleveland, has been incor- 
porated by the Ohio Secretary of 
State’s office with 200 shares of no par 
value common stock, principals being 
Leonard Bialosky, Charlotte Davidson, 
and Samuel Bloch. 


Edward A. Kirian ,— 


TirFIn, O.—Edward A. Kirian, 68, 
retired Tiffin, O., shoe merchant, died 
in that city recently, leaving his widow 


and a daughter. 
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MEN'S 
FINE FOOTWEAR 


For over 50 years consistently de- 
livering more than wes expected, 
Taylor-Mades have gained a rep- 
utation for high value, style lead- 
ership, and dependability. 


PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 
Most styles $6.32 to $8.50 


—slightly higher west of 
the Mississippi, 


E &. TAYLOR CORP. 


MANUFACTURERS 


BOSTON 


Vacksenville, Fia.—Cohen Bros. new children's shoe de- 
partment is extremely modern and attractive in every 
detail. If was designed by Ray Williams, display manager 
for the store. Notice the effective use of semi-circular 
walls and the large pillars. 


Manufacturing and Markets 
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gram, while not promising immediate relief, has had the 
effect of making factory leather buyers more quality con- 
scious. This trend was noted some time ago in Boot ANp 
Soe Recorper and it has been strengthened by the 
Army’s recent decision to buy fewer shoes. Poor grades of 
sole leather, instead of being snatched up avidly, are now 
more apt to remain on the leather dealer’s shelves. Cut-sole 
houses make similar reports. For all medium and good 
grades, they say, there is the same ready market which has 
existed for two years or more. The lowest grades of soles 
are beginning to pile up and may develop into an uncom- 


‘tortable surplus. 


BLACK shoes are replacing white ones in St. Louis shoe 
factories, but Peacock shades still keep them alive and 
interesting looking. 

Production is up to par despite labor shortages and 
deliveries now date as far ahead as January in some cases. 
In the event that some new material or color will become 
desirous, most manufacturers try to keep some open pair- 
age so that there will still be room for production. This 
is practically an impossibility, however, as deliveries are 
behind schedule now. 

The recent release order of leather by the WPB has had 
little effect so far and the tightness in leather. and mate- 


rials still continues without visible let-up for possibly’ 


another two or three months when the benefit of the order 
will begin to show in delivery. 
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a | Modern Juvenile Section in Florida Store 
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OF THE TRADE REPORTS BY RECORDER CORRESPONDENTS - 


Demand for Easing of Ration Rules Grows 


Revocation of Lug 


and Leather Goods Restrictions Gives Added 


Strength to Trade Sentiment Favoring Orderly Plan 
to End Shoe Curbs 


New YorK—Recent developments af- 
fecting the shoe and leather supply 
jtuation, starting with the cutbacks in 
Army shoe procurement and culminat- 
ing in the release of more leather for 
luggage, footballs and other merchan- 
fise, together with revocation of con- 
trols which have hitherto limited the 
operations of the luggage industry, 
have strengthened a growing conviction 
in the shoe trade that some early action 
should be taken to ease rationing and 
other controls affecting the industry. 

Freely recognizing that the luggage 
trade and other industries using leather 
have a right to consideration when the 
supply eases, many shoe men neverthe- 
less have a strong feeling that their 
problems should come first by reason 
of the fact that shoes are a rationed 
commodity in every-day use by every 
Man, woman and child in America. 
They point out, moreover, that shoes 
afte a prime essential, while footballs 
and even leather luggage could hardly 
be considered in that category, especial - 
ly in a period when travel is strictly 
curtailed and the government is mak- 
ing every effort to restrain the activi- 
ties that call for use of luggage. 

Ever since the termination of the 
war in Europe there has been an in- 
creasing demand among shoe men for 
the formulation of some policy looking 
toward the lifting of shoe rationing. 
Few shoe men, probably, would favor 
the immediate lifting of rationing by 
OPA at this time. Many of them think 
such a sudden and drastic move would 
be disastrous because of its effect on 
Ghrationed shoes. But they do feel 
that some plans should be worked out 
looking toward an orderly liquidation of 
rationing and the shoes restrictions, in- 
cluding Conservation Order M-217 as 
rapidly as the supply outlook warrants 
such changes and as rapidly as they 
tan be made without upsetting the in- 
ventory situation and the normal opera- 
tions of manufacturers and merchants. 
All of these matters were expected to 
tome up for discussion at the industry 
advisory committee meetings which are 
being held this week with officials of 
o4 government agencies in Washing- 
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The position of the National Shoe 
Retailers Association on the subject 
was set forth quite clearly and con- 
cisely in the following paragraphs in 
the current issue of National Footwear 
News, official monthly bulletin of the 
association: 

“The sharp changes which will take 
place in military shoe production sug- 
gests a series of problems for shoe 
rationing. Since supplies of leather 
will be greater than the estimates mad» 
by WPB earlier this year, there can be 
no doubt that rationed shoe output can 
increase by several million pairs month- 
ly. The present rate of shoe stamp 
issue was predicated upon estimated 
shoe production lower than actually 
witnessed and far below the output 
possible when military cutbacks take 
effect. As production expands all the 
merchandising difficulties which have 
developed during rationing will multi- 
ply unless the program is administered 
with flexibility and foresight. 

“It will become imperative, in the 
immediate future to bring the shoe 
ration into line with realities and to 
avoid economic hardship and loss. Con- 
sideration must be given to the desira- 
bility of advancing the validity date 
of the next coupon from August 1 in 
order to aid the sale of seasonal shoes 
for which consumers are now reluctant 
to expend coupons. In addition, OPA 
may be able to announce that a new 
shoe stamp will be issued later this 
year, perhaps by November 1 or De- 
cember 1. Finally, periodic releases 
from rationing should-be more frequent 
and comprehensive in order to relieve 
the cumulative dislocations of the past 
two years. Unless such measures are 
taken promptly, both the public and 
the industry will suffer.” 


Idle Shoe Plant to Be 


Pat into Operation 


Huntinoron, INnp.—Through the ef- 
forts of the Huntington Chamber of 
Commerce, Congressman Forest A. 
Harness of Kokomo has made arrange- 
ments for sale of the Huntington Shoe 
and Leather Company plant by Recon- 
struction Finance Corporation. 


Col. Finan to Represent 
Army on WPB 

BostoN—Colonel Bernard J. Finan, 
commanding officer of the Boston Quar- 


termaster Depot, has been appointed 
Army Service Forces Representative 


COL. 8. J. FINAN 


of War Production Board Region I, 
comprising the six new England States, 
in addition to his other duties. Colonel 
Finan succeeds Brigadier General Guy 
H. Drewry, former chief of the Spring- 
field Ordnance District, who has been 
transferred to the Army Service 
Forces Headquarters in Washington. 
In this capacity, Colonel Finan will 
be responsible for all Army Service 
Forces activities in the New England 
area with particular emphasis on re- 
solving the urgency and manpower 
problems of the area, and expediting 
the war effort to the fullest. possible 


degree. 
Store to Expand 


SEATTLE, WaSH.—The Buffalo Shoe 
Co. of Seattle will build a new addition 
to its shoe building at 1125 Eastlake 
Avenue—a unit that will be two stories 
in height and cover a ground floor area 
of 54 by 82 ft. Well laminated floors 
have been specified in the blueprint 
and specifications of Architect Charles 
A. Lawrence of Seattle. WPB approval 
has been formally secured for this new 
project that will add to the facilities 
of the shoe company. Cost of such ex- 
pansion and improvement project has 
been estimated at over $12,000. Con- 
crete blocks are to be used. 
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5-12 


© Finely Woven Khaki Duck Uppers 
© Drill Lined Throughout 

® Oak Leather Soles 

© Rubber Heels 

© Simulated Leather Trim & Binding 


"© Extra Flexible Prewelt Construction 


36 PAIR CASE LOTS ASSORTED FULL SIZES 


6-11 6-12 


IMMEDIATE DELIVERY 


THE ARNOFF SHOE CO., iO| DUANE ST., N. ¥. 


- Orthopedic Shoe Clinic Opened at BQD 


Army Moves to Provide Scientifically Correct Footwear for Soldiers 
With Permanent Foot Injuries—Similar Service 
May Be Offered to Navy rf 


Boston—“The battle-injured Ameri- 
can soldier is going to walk in the finest 
orthopedic shoes that human ingenuity 
can device,” Colonel Bernard J, Finan, 
Commanding Officer of the Boston 
Quartermaster Depot said recently at 
the opening of a new orthopedic clinic 
at the Depot. This news emphasizes 
the determination of the Army to aid 
its. wounded and ailing in every pos- 
sible way, 7 

The need for such a clinic has been 


recognized by the Office of the Surgeon | 


General which reports that the number 
of cases requiring special footwear will 
probably continue to increase for the 
duration of the war. Any such cases, 
it is said, will require special orthopedic 
shoes as long as they live. 

The requirements for the casts from 
which these special shoe lasts are made 
» are exacting, and hospitals are not yet 

equipped to produce them. For this rea- 
son a cast-making machine which will 
ensure an accurate mdld of the injured 
foot ~has- been installed in the Boston 
‘Quartermaster Depot for the initial 
purpose of conducting classes of in- 
struction for personnel of the general 
-hospital in each Service Command 
which will be supplied with a cast- 
making machine. 

The cast-making machine in essence 
is merely a box containing tiny steel 
pellets which, after receiving the im- 
- pression of the sole of the foot, are 
magnetized, and hence “frozen” in 
position, by means of an electric cur- 
rent. With the foot still in position the 
cast is then made of plaster of paris. 

The clinic has begun operation, and 

classes are established for instructions 
in operations of the cast-making ma- 
chine. 
_._ Ten additional cast-making machines 
are in production, and delivery will be 
made to the selected Army hospitals at 
the earliest possible date. 

The clinic is based on a system de- 
veloped after eighteen years of re- 


search, development and practical ex- 
perience by a clinical laboratory for 
orthopedic research maintained by the 
United Shoe Machinery Corporation. 
The Boston Quartermaster Depot has 
worked for some time in the application 
of this system to the requirements of 
the Army’s wounded. 

The Office of The Surgeon Generai 
has assigned an orthopedic surgeon, 
Major S. S. Steinbergh, to the Boston 
Quartermaster Depot. He will train per- 
sonnel from the various hospitals in the 
operation of the cast-making machine. 
Proper precautions must be observed as 
to weight bearing, proper stance, heel 
elevation, arch strain and foot health. 

After casts of injured feet have been 
made at the designated hospitals, they 
will be sent to the Boston Quarter- 
master Depot Orthopedic Clinic and 
shop. Through a series of scientific 
steps, there are developed compensating 
cork molds for inner parts of the foot, 
shoe lasts and patterns for these shoes. 
They follow with scientific accuracy the 
exact contours of the foot and assure 
proper fit and balance in the finished 
shoe. The molds, lasts and patterns 
will be processed by the Boston Quar- 
termaster Depot. The name and serial 
number of the soldier for whom the last 
has been made will go on a permanent 
record in the Boston Quartermaster 
Depot so that the soldier may subse- 
quently have shoes made from this spe- 
cial last as the need arises. 

Colonel Finan, for some time has 
been impressed with the necessity of 
establishing such a clinic. He worked 
closely with Colonel John T. Curtis, 
Director of Procurement at the Depot, 
and Gregory J. Tobin, Footwear Con- 
sultant, in- making necessary arrange- 
ments. Lt. Gaynor O’Gorman, Jr., has 
been assigned to the Boston Depot as 
Officer in Charge of the Clinic, because 
of his long experience in this type of 
work. Oliver J. Howe, who has been 
the special measure footwear expert at 


the Boston Depot for many years, is 
also closely associated with the project, 
At the opening of the clinic, Major 
D. W. Black, of the Office of the Quar. 
termaster General, said that while gen. 
eral policies have not yet been develop. 
ed, the Army may be able to offers 
similar service to the Navy, and that 
there was a probability that injured 
soldiers discharged prior to the estab. 
lishment of this service nevertheles 
would be enabled to share in its 
fits. 


Army Places Large Order 
For Sole Taps 


Boston—The Boston Quartermaster 
Depot announces the award of co 
tracts covering the manufacture ani 
delivery of nearly 4,500,000 pairs of 
rubber composition half taps for useia 
repairing combat boots and _ servitt 
shoes. Sixteen manufacturers share i 
the award as follows: 

Gro-Cord Rubber Co., 330,000 paits; 
Auburn Rubber Co., 300,000; Dryden 
Rubber Co., 600,000; Essex Rubber G, 
294,000; Dural Rubber Co., 273,00); 
Old Town Rubber Co., 369,000; Hager 
town Rubber Co. 291,000; Quabauy 
Rubber Co., 132,000; O’Sullivan Rubber 
Co., 810,000; Danbury Rubber Co., 12); 
000; Plymouth Rubber Co., 150,000; 
Holtite Mfg. Co., 192,000; Alfred Hale 
Rubber Co., 90,000; Goodyear Tire & 
Rubber Co., 3,000; Kleistone Rubber 
Co., 344,000; and Panther-Pance Rub 
ber Co., 150,000. 

The Allen-Squire Company has co 
tracted to make 288 pairs of combal 
boots with formaldehyde-treated i 
soles, and the same number of combat 
boots with oil-treated insoles. 


Cornwell a Director 
Of Advertising Federation 


St. Louis, Mo.—Franklin J. Com 
well, advertising manager of the Brow 
Shoe Co., was elected a director of th 
Advertising Federation of America ® 
cently at the 4ist annual meeting @ 
the federation in New York, it was & 
nounced at federation headquarters. 
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NON-RATIONED 


FEATURES: 
*® ALL LEATHER UPPERS 


* COLORS: RED OR BLUE 
* BOOTEE HIGH TOP 


IN-STOCK 


CHILDREN’S ELECTRIFIED LEATHER 
| SHEARLING BOOTEES 


* ELECTRIFIED SHEARLING LINED 


AT ONCE DELIVERY 
Shoes — Slippers — And Rubbers For The Family 


GERDA FOOTWEAR CO., INC. 


When They Ask, 


When 


a shoe to stimulate their feet at 
.. when they demand long- 
wearing comfort . . . when they 
want smart styling . . . Bellaire is 
the answer. 


work . 


YBELLAI 


Te maintain equitable distribution among our 
retailers, we cannot at this time establish new 


4 
4 


Say: "Bellaire" 


women customers ask for 


accounts. 


RE SHOE COMPANYN 


PORTLAND, MAINE ee 


158 DUANE STREET NEW YORK 13, N. Y. DIVISION. OF pic 
NESLA Favors State Hood Announces Distributor at the Hood Rubber Company, 
Z Watertown, Mass. This research and 


Commerce Department 


Boston, Mass.—Members of the 
New England Shoe and Leather Asso- 
dation testified July 17 before the Spe- 
tal Commission to Investigate the 
Establishment of a Department of 
Commerce in Massachusetts favoring 
wich a new department. Chairman of 
this commission is ex-Ambassador Jo- 
sph Kennedy. 

The following association members 


spoke in favor of this state department: 
George Hamel, L. H. Hamel Leather 
G., Haverhill; George C. Scott, secre- 
Gry, American Hide and Leather Co., 
Boston and Lowell; William E. Doyle, 
Doyle Shoe Co., Brockton; and John M. 
Read, Gregory and Read Co., Lynn. 
Maxwell Field, the association’s exec- 
itive vice-president, voiced the direc- 
tors’ approval. He testified at length 
concerning the change in the Massachu- 
setts shoe industry since the First 
World War, of the extensive migration 
of shoe plants during the depression 
years of the early thirties and of the 
teed for a state body to assist Massa- 
thusetts’ industry to compete on equal 
rms with companies located in other 
regions. Also testifying in favor of 
this new department was Bertram W. 
Creese, secretary of the Massachusetts 
Leather Manufacturers’ Association. 
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of New Materials 


Boston, Mass.—Two new materials 
developed for the shoe trade—Arrafilm 
and Arrazin—are in production for M. 
P. Lash of Bristol Fabrics, Inc. They 
will be merchandized by Analite Fab- 
rics, a division of this concern in Bos- 
ton, Massachusetts. 

These materials are made of special 
resins and were created by the labora- 


development has taken place during the 
last two years. Actual wear tests show 
phenomenal results. Popular 
grains will be available, including alli; 
gator, lizigator, shark grain and patent. 


Arrafilm and Arrazin will withstand 
considerable flexing; they will not peel; 
they are non-toxic; they are not affect- 
ed by sunlight or oxidation; they can 
easily be cleaned with soap and water. 


Nashville, Tenn.—A Sales Advisory Board has been formed by the Juvenile Branch 


of General Shee 


General 


wee 


Corp., here, for the purpose of formulating pleas and — 


relating to the sale of General's juvenile line of Acrobat shoes. Five salesmen 
hove met certain personal and productive qualifications will serve one-year terms. 
The first meeting of the board in Nashville lasted three days. Members ate, left 


te right: Jack Statham, Greensboro, N. 


C.; Peel Y. Richardson, Nashville; W. F. 


O'Brien, New Rochelle, N. Y.; Gray Simpson, juveniié sles manager; John L. Nef 
Columbus, Heerensperger, Dallas, Tex. 


and Glen 
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WOMEN'S D'ORSAY 


Women's 
Leather Sole 


CORDUROY D'ORSAY 


$5975 


fe Net 30. 
-0.B. 


COLORS: Red, Royal Blue 
Sizes: 4 to 9 


Packed 36 pr. to case, 


assorted sizes. 
Minimum orders 16 pr. per coler. 


August Delivery 
WILLIAM COHAN CO. 


— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Hil. 


SHOE ORNAMENTS 


e SHOE BEAUTIFIERS « 


4 by 


DANIELS 


‘STYLE #11 PIRATE BOW 


immediate and Future Deliveries 
Send for Mustrated Catalog of Shoe Beautifiers 


DANIELS MANUFACTURING CO. 
8520-20th Avenue, Brooklys 14, N. Y. 


War Bonds 


Service Club Celebrates Firm’s 24th Yeql 


Beloit, Wis.—Freeman Shoe Corpo 


benquet and meeting at the Beloit Country Club recently, celebrating 


ration’s 20 Year Service Club held wae 
anniversary of the firm. Thirty-nine members were initiated into the club. T. 
master was H. C. Freeman. R. E. Freeman gave a short message of thanks fo 
club members for their loyalty. R. E. Freeman and H. C. Freeman presented 
new members with the diamond emblem of the club and a special cash aw 
All other members received war bonds. 


To Help Servicemen 
In Retail Field 


New YorkK—The American Retail 
Federation, composed of regional and 
local associations representing more 
than 500,000 retailers in all parts of the 
country, has established a new Division 
of Veteran Affairs designed to render 
all. possible assistance to discharged 
service men who plan to enter the retail 
field, National director of the division 
is Commander Ralph A. Sentman, U. S. 
Navy (Retired) who has established 
headquarters in Washington. An- 
nouncement of this new activity was 
made at a press conference held here in 
the Waldorf-Astoria Hotel on July 18, 
attended by Commander Sentman, re- 
cently retired from active duty with the 
Bureau of Naval Personnel; Delos Wal- 
ker, of New York, chairman of the 
board of the federation; and Walter 
Morrow, of Washington, the federation 
president. 

While the plan behind this new ac- 
tivity has not yet been perfected in all 
its details, in general the work of the 
division will be educational in nature— 
acquainting merchants and merchant- 
groups with the method to be pursued 
in sizing up aptitudes of servicemen in 
search of jobs; and co-operating with 
groups in communities which already 
have taken the first step toward ren- 
dering such aid. In communities in 
which no such group exists, the federa- 
tion, through its field agents is pre- 
pared to show how one may be set up. 

In general, the plan, as explained by 
Commander Sentman, will be to work 
closely with the Veterans’ Administra- 
tion, the United States Employment 
Service and all other interested govern- 
ment agencies as well as to effect an 
over-all coordination of all similar 
plans now being formulated in almost 
every state. In working out the details, 
it is possible that one particular city 


will be selected as a proving gro 
As an indication of the size of 
job ahead, Commander Sentman 
that a recent sampling of all brane 
of the service showed that 7 per cent of 
all servicemen plan to start their ow 
businesses after the war and that more 
than half of this number have selecte( 
retailing as their field of endeavor. 


Says Consumer Will Favor 


Balanced Shoe Program 


New York—Crediting The Guild 
Better Shoe Manufacturers with ha 
ing pioneered year-round shoe merch 
dising, now known as the Bala 
Program for Shoes, H. M. Love, 
Women’s Wear Daily, told a Guild 
ing recently that critics of the 
have based their skepticism on the 
lief that. the consumer is “ 
minded.” The acceptance of this 
by members of the industry he ¢ 
acterized as a “fundamental or 
error.” 

Preliminary study of a survey 
under way, he said, shows that ‘ 
is a total absence of anything whi 
would substantiate the belief, the clai 
the fear that the majority of woma 
have any fixed buying habits. Wome 
are preponderantly receptive to the 
of buying shoes when they need them 
and not according to the calendar.” 


Observes 10th Anniversary 
Of “52 Paycheck” Plan 


Mitwavkee, Wis.—The 10th anth 
versary of the Nunn-Bush Shoe Com 
pany’s “52 Paycheck Share The Produ 
tion Plan” was observed at a party 
the Auditorium recently. H. L. Num 
president of the company, and repre 
sentatives of plant employes gave shot 
talks. There was also a brief progra® 
observing the Nunn-Bush guarantee 
wage plan that started back in 1985. 
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Black, 
Studded with Silver or Gold Neil Heads 
All Ornaments with Clips 
75¢ r ir 12 pale 
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76 BOOT POLISH 


Dork Ton, Light Tan, Ox- 
Ble Mahogany, 
Neutral. 


Lead the “Prof-Hit’” Parade with '76 magnificent packaging—quality that’s 


PROFIT” 


envied—and a proved sales record for stores that’s tops. 


At last—the per- 
fected Fabric Play 
Shoe Cleaner your 
customers have 
wanted and couldn’t find. 
Specially made, both 
cleans and helps bring back colors like new. 
For one or multi-color shoes. A sure sale to 


516°°.... 
Selling Price 


76 WHITE SHOE 
POLISH 


76 FABRIC PLAY 
SHOE CLEANER 


GROOM SADDLE 


every buyer of Fabric Shoes. 


536% 


GROSS 


you MAKE 


SOAP 
YUKON WATER 
PROOFER 
700 Benton Ave., Nashville, Tenn. 
A Div. of Gen. Shoe Corp. 

“WM: I arger Quarters it will occupy larger quarters than for- 
William Tweedie Heads To Occupy merly. The company which manufac- 
Tweedie Footwear New York—Sporting Shoe Company tures slippers and athletic footwear, “ 


Jerrerson City, Mo.—William R. 
Tweedie has been elected president of 
Tweedie Footwear Corp., succeeding his 
father, Charles Tweedie, who died re- 
cently. Mr. Tweedie has been connected 
with the firm for 24 years, serving as 
vice-president, treasurer and general 
manager for the past 17 years. He will 
continue as treasurer and general man- 
ager. 

John Tweedie, brother of Charles 
Tweedie, has been elected vice-president 
and assistant general manager. He 
was formerly factory superintendent. 
Mrs. Charles Tweedie has been named 
secretary of the firm. 


Recommended for Citation 


York, Pa.—Because York County’s 
retail war bond sales more than doubled 
its quota of $1,000,000 during the 7th 
War Loan Drive, the Retail Division 
has been recommended for a special 
Citation from the Surgeon-General of 
the Army for achievement of a new 
high in retail division sales. The total 
sold was $2,801,660. 


Mose Leibowitz of the M & L Shoe 
Store was chairman of the Retail Divi- 
sion in York. Harry Madanack of 
Smith Bros. Shoe Store was one of five 
¢o-chairmen. 


August 1, 1945 


is moving to 39 von Street where 


has been located at 296 Broadway. 


Knomark Sponsors Herlihy Radio Program 


New York.—Hildega 


Herlihy on his new contract with Knaomark Mfg. Co., now sponsoring 


rde, star of stage, screen and radio, congratulates Ed 


“Polishing 


Of the News." every Sunday afternoon over station WEAF, key NBC station. Mr. 
Herliky, whose voice is well-known to millions of movie-goers throughout the 


Hildeqerde’s radio variety show, as well as 


and other popular NBC shows. 


es the Universal Newsreel Reporter, is also Master of Ceremonies on 


the Army Hour, The Children's Hour 


The new radio prograr., backed ead 
supplements yt of Knomark tg’ Co.'s consumer 
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SANDALS 


SABOT STRAP 


BLACK & BROWN GABARDINE 
CALIFORNIA PROCESS 


Net 10 days 


F.O.B. N.Y. Sizes 4 to 9 


IN STOCK 
Immediate Delivery 


PLOTKIN BROS. 


47 West 34th St., New York, N. Y. 


SHEARLINGS 


Red & Blue Bunnies 


Electrified Shearling—Non-Rationed 


Immediate Delivery 
Limited Quantity 


Packed 36-pr. Cases 
2/4 4/5 6/6 6/7 6/8 6/9 4/10 2,'11 


CHESTER A. YARD CO. 
1709 Locust St., St. Louis, Mo. 


Charles G. Auer 
Returns to Columbus 


CotumBus, OnI0—Charles G. Auer 
has been appointed superintendent in 
charge of manufacturing at Julian & 


CHARLES G. AUER 


Kokenge Co., here. He succeeds Charles 
Laible who retired recently. 

Mr. Auer has returned to the Julian 
& Kokenge Co. after having been con- 
nected with I. Miller & Sons, Inc., in 
their Carlisle, Annville and Long 
Island City factories. For the past five 
years he was associated in an executive 
capacity with Selby Shoe Co. 


New Firm Organized 


New Yorx.—Cort DeLuxe, Ltd. 2 
newcomer in the field of shoe manufac- 
turing, is introducing a new, high-style 
line of dressy footwear, according to an 
announcement made recently by Myron 
Buechler, the company’s president, and 
head, as well, of Thomas Cort, Ltd. A 
crown above a crest has been selected 
as the trademark. Many of the new 
styles are sandalized types suitable for 
wear in the late afternoon or at cock- 
tail parties. Some have platforms. 
Both bench and Compo constructions 
are being used. The factory is at 725 
Broadway, this city. 


Dark Shoe Demand 
Holds Up in Cleveland 


CLEVELAND, OHI0O—Business for the 
first half of July was well ahead of last 
year in Cleveland, due in part to the 
fourth odd-lot shoe release which broke 
on July 9. This release precipitated a 
heavy run, with many stores selling out 
their quotas the first day. 

Casual and play shoes have been go- 
ing strong, with the non-rationed de- 
mand bigger than ever. Whites have 
made up around 70 per cent of the busi- 
ness, with reds running second. 

The demand for dark shoes has held 
up far better than usual because of 
factors which delayed the white shoe 
turnover., In. view of late white stocks, 
many consumers have refused to yield 


a shoe stamp for such short-term men 
chandise, Actually, there have beg 
three factors detrimental to the whit 
business in Cleveland: first, the lat 
deliveries; second, the  inclemen 
weather in May and June; and third 
the extension of the No. 3 stamp period, 
All this has caused a greater Summer 
demand for dark shoes. The call fo 
black patent is first in material pref. 
erence, but many report low stocks 


_ Style-conscious people have been asking 


for Summer suede in perforated pat 
terns. In general, the big call has beg, 
for staple, non-seasonal shoes. 


Receives War Souvenir 


New York — A “souvenir de i 
guerre” has been sent to RECORDR 
offices by Fred G. Page of Church & 
Co., Ltd., London, England. It is 
rectangular piece of rubber, measuring 
2% by 1% inches, bearing on it the out 
line of a shoe and the legend, “Bite op 
this.” The souvenir was given away 
during the London blitz and was de 
signed to prevent ~Londoners from 
grinding their teeth or biting their 
tongues while the bombs were falling, 


Urges Relief for Retailers 
Of Rationed Merchandise 


New York Crry—Retailers of ra. 
tioned commodities should be exempt 
from forced absorption of cost in 
creases now required by OPA, Edward 
Atkins, executive secretary of the Pop 
ular Price Shoe Retailers Association, 
declared in a telegram sent recently & 
the 97 members of the House from the 
five leading shoe producing states, New 
York, Massachusetts, Missouri, Ohio 
and New Hampshire. 

The association asked inclusion of 
the limitation in the OPA enabling act, 
extension of which at that time was be. 
ing debated on the floor of the House 
Text of the telegram: 

“Retailers of rationed commodities 
should be exempt from forced absorp 
tion of cost increases now required ij 
OPA. As representatives of popular 
priced shoe stores trying to continue 
to supply lower income group with @& 
sential footwear requirements, we urge 


‘inclusion of this limitation in enabling 


act extension. Reconversion to pre-war 
leathér shoe types in factories of yout 
state will soon give focus to need of 
manufacturers for price leeway in o& 
der to provide employment and it 
crease production. If pricing relief de 
pends on retailer for absorption of pre 
duction-level price increases, entire 
shoe production and cence econ- 
omy will suffer.” 


Closes Shoe Store 


Fow er, INp.—After seventeen years 
of operation the Miller-Jones shoe stor 
here has been closed and the stock Te 
moved to other Miller-Jones store 


nearby. 
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CHILDREN'S OXFORDS 


CHILDREN'S 

RED FABRIC OXFORDS 

NON-RATIONED 
IN STOCK 
BROWN 

NO MARK SOLES 


$1.59 


Sizes 8/2 - 12 
36 pr. cases 


POLONER SHOE CO. 
156 DUANE ST. 6A. 7-1398 NEW YORK 13 


CHILDREN'S SLIPPERS 


BLAIR« ROSS me 76 READE ST.NYC (1 


Add Spice to Fall Lines 


[CONTINUED FROM PAGE 45] 


Wppers, will still be good. 

In colors you won’t have much trouble 
ii offering suggestions since the large 
fart of your stock will continue to be in 
Back and tan or brown. When beige or 
ffay are under consideration, however, 
tis a good idea to remember that the 
less obvious combinations with beige and 
With gray are often much prettier and 
More striking. Black with beige is in- 
teresting and very attractive. The same 
true of brown with gray. There will 
bea limited amount of wine coler avail- 
thle in shoes and this is another ideal 
@lor with either beige or gray clothes, 
SM well as with black and certain shades 
ii the rose and blue color families. 
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Advance Selling 


Plan Suggested 


New Y or k—Representatives of 
eleven national and regional associa- 
tions in the shoe, leather and allied 
industries—comprising in part the 
Executive Committe for the Balanced 
Program for Shoes—held its first meet- 
ing at the Roosevelt Hotel here on July 
17, with W. W. Stephenson presiding, 
and began the formulation of plans 
which will be referred for final ap- 
proval to boards of directors of the va- 
rious associations represented on the 
committee, 

While recognizing that many factors 
will have to be taken into consideration 
if the plan is to work out well for all 
branches of the industry, the commit- 
tee members were unanimous in feeling 
that the approach should be positive 
and that restrictive recommendations 
have no place in the scheme. 

Out of the meeting came one interest- 
ing concrete proposal—that shoe manu- 
facturers agree to accept advance com- 
commitments amounting to a fixed per- 
centage of their total estimated sales 
and then spread their deliveries in such 
a way as to keep the merchants’ stocks 
well balanced. This technique would be 
applied to proven styles. A National 
Shoe Manufacturers’ Association press 
release explains that a shoe manufac- 
turer, under this plan, might solicit 
from 40 to 90 per cent of his retailers’ 
Spring requirements in October with 
deliveries spread evenly through Janu- 
ary, February, March and April. The 
remaining percentage would then be 
sold on about a 60-day delivery basis, 
thus taking cere of new and less proven 
styles for use in monthly promotions. 

“It was agreed,” it was announced, 
“that manufacturers and retailers must 
co-operate through ‘their advertising, 
promotion and selling efforts to develop 
an increased volume of sales and to 
place emphasis on this increase during 
historically dull periods.” 

Attending the meeting, in addition to 
Mr. Stephenson, were Charles H. Jones, 
National Shoe Manufacturers Associa- 
tion; Louis H. Salvage, New England 


‘Shoe and Leather Association; Owen 


W. Metzger, National Shoe Retailers 
Association; D. N. Ripley, Tanners’ 
Council of America; E. A. Atkins, Pop- 
ular Price Shoe Retailers Association; 
Benjamin Schwartz,. Shoe Manufac- 
turers Board of Trade of New York; 
R. C. Rhoades, Last Manufacturers 
Association; Harold Gessner, National 
Association of Slipper and Play Shoe 
Manufacturers; A. S. Burg, National 
Shoe Fabrice Association; and George 
O. Jenkins, National Leather Fibre 
Conference. 


SLIPPERS 


SANDALS 


MEN'S TAN LEATHERETTE 
SANDALS 


SIZES 6.11 
Net 30 Days $1.87" F.0.8., 
36 pair to a case 
POLONER SHOE CO. 


156 DUANE ST. 8A. 7-1998 WEW YORK 13 


Buy War Bonds 


SLIPPER VALUE! 


Women's Slippers 
Brocaded Rayon 
Sturdy leather soft sole, 
leather lift on heel. 
Colors: Royal and Wine 
Sizes 4 to 9 
Non-Rationed $1.00 per pair 
Also in Chenille and Corduroy, 
@ $1.10 per pair 
CHARLES SPIEGEL CO., | Inc. 
411 Essex St., Salem, 
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FOOT APPLIANCES 


POM POM SLIPPERS 
WOMEN’S SLIPPERS 


PASTEL SHADES 
Non-Rationed 


In Stock—At Once Delivery 


per pair 
Sizes 4-9 


Terms: Net 10 Days 
F.0.B. N. Y. 
Minimum Orders—18 pairs 


NEW DUTCH LAST in CRYSTAL 
GLO Material 

Colors: Light Blue and Pink 

Sturdy Sole 


GERDA FOOTWEAR CO. 


158 Duane Street, New York 13, N. Y. 


Chain Expands 

New. York—Aaron Brown and Har- 
old Brown, owners of the Stuart Brooks 
chain of Gold (Red) Cross Shoe Stores, 
retailers of women’s shoes, have an- 
nounced that they have taken over the 
complete chain of Arthur Kent Stores. 
This is now the largest retail chain 
of Gold (Red) Cross Shoes in the world. 
The Arthur Kent Stores will continue 
under their present name and opera- 
tions will continue the same as hereto- 
fore. There are seven Stuart Brooks 
stores in Metropolitan New York and 
seven Arthur Kent Stores in Brooklyn, 
Bronx, Manhattan, Bridgeport, Conn., 
and Syracuse and Rochester, N. Y. 


About Shoe People 


Aaron Levy, buyer for Lion Shoe 
Company, New York, shoe wholesalers, 
and Mack Zanger, who covers the 
Brooklyn trade for Wearwell Shoe Co., 
New York, have returned from a vaca- 
tion at Cedars Country Club on Cedars 
Lake in the Berkshires. Mr. Zanger 
also practices law. 

* * 


L. A, Miller, merchandise manager of 
the shoe division at The Elder & John- 
ston Co., Dayton, O., completed 37 years 
with the firm recently. For the past 20 
years, he has been a director of the 
company. Mr. Miller has two sons in 
service, one a captain in the Medical 
Corps, who is stationed in the Pacific; 
the other is a captain in the Air Corps, 
and is stationed at Tinker Field, Okla- 
homa. 

* * 

Spencer S. Scheideman has resigned 
as assistant divisional merchandise 
manager and shoe buyer at Mabley & 
Carew, Cincinnati, O., to become mer- 
chandise manager and buyer of shoes 
at Jenny’s, in Cincinnati. Previous to 
his association with Mabley & Carew, 
he was with the Nisley Company for 17 
years, as divisional manager in charge 
of the Detroit and Pittsburgh area. 


Harry G. Park and Joseph Roitburd 
have formed a wholesale shoe company 
in Milwaukee, Wis., dealing in house 
slippers and play shoes. The firm will 
be known as 20th Century Footwear Co. 
Mr. Park was formerly with Endicott- 
Johnson Corp., and Mr. Roitburd with 
Schwartz Footwear. 

* 

Allied Shoe Co., Cincinnati, O., is re- 
modeling its showrooms and warehouse. 
The concern, headed by Maurice Sha- 
piro, is in the wholesale business, deal- 
ing in shoes and rubber footwear. 

* 


Jack Cohen, who formerly operated a 
retail store in Media, Pa., is opening a 
jobbing house, to be known as Tropical 
Shoe Co., in Miami, Fla. A full line of 
play shoes and house slippers will be 
carried. Irving H. Schwartz is Mr. 
Cohen’s partner in the business. 

* * 

Lt. Sheridan Winkelman, Air Corps 
bombardier, who has 55 missions over 
China and Burma to his credit, will re- 
join his father, A. C, Winkelman, 
shortly, representing the Friedman- 
Shelby branch of International Shoe 
Co. in the Cleveland, O., territory. Lt. 
Winkelman, who was in service three 
and one-half. years, has been placed on 
the inactive list. 

* * * 

Arch Isaacs has joined the home 
office organization of the Cutting Room 
Appliances Corp., New York. Mr. 
Isaacs’ father, the late Moe Isaacs, 
was a pioneer in the field of labor sav- 


ing machinery for the cutting table dy. 
ing the early years of this century, 


Announcement has been made at A} 
bany, Georgia, of the marriage of Mig 
Lillie V. Smith, of Doerun, Georgia 
and C. S. W. Joiner, of Albany. Ty 
ceremony was performed in the Meth 
dist Church of Hartsfield, Georgia, wig 
the Rev. G. W. Bates officiating, 
Joiner operates the Little Shoe Sho. 
Albany. 

Adolph Schwimmer has been ap 
pointed shoe buyer at L. Klein, Chicagy 
Ill, He was formerly buyer for Gold 
blatt Bros. in Chicago and The May 
Company, Cleveland, O. He is taking 
the place of Nathan Ratner, forme 
buyer at L. Klein. 

* * 

Fred Pike, who has been shoe buyer 
at O’Neil & Co., Baltimore, Md., for the 
past two years, has been appointe 
buyer of fashion footwear at J. ¥, 
Adam & Co., Buffalo, N. Y. He hai 
previously been associated with Stetson 
Shoe Co., Arnold, Constable & Co., and 
Jay-Thorpe, all in New York. 

* 

Jack Zuckerman, of Zuck- 
erman & Fox, Inc., New York, has been 
on a business trip to the West Coast 
He went direct to San Francisco and 
Los Angeles. Upon his return trip, M. 
Zuckerman stopped off in Chicago t 
see the Chicago retail shoe trade. 

* 


Customers of Rudy B. Downs, En- 
poria, Kansas, shoe store owner, wer 
greatly interested recently in the 1910 
Abilene High School football team 
picture which was published in news 
papers because of the Abilene home 
coming celebration recently for Gen 
eral, Dwight D. Eisenhower. Included 
in the picture of General Eisenhower 
and his teammates is Mr. Downs who 
was principal of the Abilene High 
School when the picture was taken. 


Manny Warshawsky has formally 
registered title to Manning’s Boot Shop, 
Detroit, Mich., as sole owner. Store has 
been operated for the past five years as 
a general family shoe store. Mr. Wat 
shawsky is the brother of Ike Warshavw- 
sky, who represents the U. S. Rubber 
Company in the Detroit territory. 


Herbert N. Lape, Sr., chairman of 
the board of Julian & Kokenge ©, 
Columbus, O., has been re-elected pre#i- 
dent of the Columbus Chamber of Com 
merce for the third consecutive term 
Leng active in the Chamber and in civit 
affairs generally, Mr. Lape is a directo 
of the Chamber of Commerce of th 
United States, where he has served for 


[TURN TO PAGE 82, PLEASE) 
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Che MILLER 


(metal adjusting) SPRING EXTENSION SHOE TREE 


Cue SELF-ADJUSTING extension action is 
automatic. As the Tree is inserted into the shoe, the 
heel portion hinged to the forepart by means of a 
flat steel bar, is naturally compressed. Upon inser- 
tion, a spring then exerts a gentle, but firm, pressure 
that extends the heel portion back against the heel 
of the ‘shoe. Automatically the proper degree of 
tension is secured to assure efficient results in the 
preservation of the stylish lines, character and 
wearing qualities originally built into the shoe. 


Wainut stain with 


high gloss finish. 


or Gen 


another... 
MILLER 
achievement 


* The MILLER SPRING EXTENSION TREE is made in whole * 
sizes only. The adjustment eliminates the need for half sizes. 


At present deliveries are averaging approximately four months from receipt of orders. 


0. A. MILLER TREEING MACHINE CO., PLYMOUTH, NEW. HAMPSHIRE . 
"Branch of United Shoe Machinery Corporation 
August 1, 1945 
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WORK SHOES 


STEEL TOE 
SAFETY SHOES 


X-RAY SHOE FITTERS 


OUTSTANDING 
PERFORMANCE 
* DESIGN 
STYLING 


**Special"’ medel (illustrated) . . . 
8. baile. 


‘s Supplies & Repairs for your present machine 
7 TUBES ... SCREENS 

TRANSFORMERS... TIMERS 
M. B. ADRIAN & SONS X-RAY CO. 
| 3117 Se. Logan Ave. Milwoukee 7, Wis. 


LADIES’ BOO 


@ BROWN ELK UPPERS © 
@ LEATHER SOLES 

@ UNDERSLUNG HEELS 
@ WELTED SIDESEAMS 
@ REG. PULL STRAPS 


RNCFF SHOE INC., 101 Duane S¢..N.Y.C 


About Shoe People 
[CONTINUED FROM PAGE 80] 


a number of years as a member of the 
board and of several important com- 
mittees. 

* 

Harold Kessler is the new owner of 
the Cordell Shoe Store, Schenectady, 
N. Y. He purchased the store from 
Lewis Cohn of Albany, N. Y. He has 
been manager of the store here since 
its opening. 

ok 

Lt.-Col. Frederick A. Stevens, division 
supply officer of the Fifth Marine Divi- 
sion, and, before the war, assistant 
treasurer of the United Shoe Machinery 
Corporation, Boston, has been awarded 
the Bronze Star for “meritorious 
achievement.” On May 22, also, he was 
awarded the Purple Heart for wounds 
received on Iwo Jima on February 29. 
Col. Stevens’ home is in Melrose, Mass. 

A. W. Luers, of the B. H. Luers Sons 
shoe store, Springfield, Ill., and James 
Prillam, of the Bootery, have been ap- 
pointed members of the executive com- 
mittee, Retail Merchants Council, 
Springfield Chamber of Commerce, it 
has been announced. 

Ben Sweet has been appointed mana- 
ger of the shoe salon of M. C. Alben- 
berg Co., Duluth, Minnesota. Mr. 
Sweet was formerly of Madison, Wis- 
consin, but has for several years been 
selling women’s footwear in another 
firm in Duluth. 

* 

James Manishien, proprietor of the 
Bon Ton Kiddie Shoppe, Manchester, 
N. H., will install a new department 
featuring children’s shoes, when he 
moves to larger quarters early in the 


Fall. Mr. Manishien has purchased.the\, 


Central Building, one of the newest 
blocks: in the downtown section, and 
will install ultra-modern display win- 
dows and the latest in interior store 
design. He opened, his present shop 
five years ago. 

* * 


Francis P. Murphy, head of the J. F. 
McElwain Co., shoe manufacturers in 
Nashua and Manchester, N. H., heads a 
corporation which has purchased the 
Beals block in Nashua for an invest- 
ment. 

. 

Lt. Merit Higham, USN, is now in 
Washington in an executive position, 
after two years on the high seas. He 
was former basement shoe buyer for 
the J. L. Hudson Company, Detroit. 


Lt. Harold Tucker, has been placed 
in charge of a project in which 8% in- 
mates of the Michigan State Prison 
have volunteered to test a new elec- 
trically heated shoe for the Army Air 
Forces. It is worn over the regulation 
G. I. shoe, and is designed to cover the 
heating insert. Part of the test will be 


WOMEN'S D'ORSAY 


= 


with embroidered vamp 


$7.90 
COLORS: Royal Blue, Wine 
ond Block 
Sizes: 5 to 9 
August Delivery 


19 So. Wells St.. Chicago 6, Ill, 


MEN'S SHOES 


a six-mile daily walk, which will have 
to be taken inside the prison walls. 
* 

Herbert Cantor, son of Moe Cantor, 
past president of the Michigan Shoe 
Travelers’ Club, has been presented 
with the bronze medal for bravery ™ 

[TURN TO PAGE 90, PLEASE] 


Boot and Shoe Recordet 


i 
Women's 
POPULAR’ PRICED Leather Sele 
COMPANY 
Holliston, Massachusetts Made 
$5939 
WILLIAM COHAN CO. 
2 — Third Floor — 
: Play Shoes—House Slippers—Sport Shoes 
THEY HAD \ 
/ LEADERS FOR | 
4 a | 
7 | G8Years! 
New York Offices H) 
\ $08. 510 Marbridge Building 
he New York 1, New York 
\ West Coast Offices 
Send y Hoes Buliding, Los Angeles 14, 
iim 
82 


MARBRIDGE BUILDING 


IN STOCK 


MEN’S ALL LEATHER SLIPPERS 


SELLING FEATURES 


Real Fine Leather Sole and U 
Sion Brown, Blue, Red ond Block 


Shoes, Slippers, Rubbers 
For Men, Women and Children 


GERDA FOOTWEAR COMPANY 


AT ONCE DELIVERY 
NON-RATIONED 


NEW YORK 13, N. Y. 


47 West 34th Street 1328 Broadway 

New York 158 DUANE STREET 
OPA After Rationing Will Open New Branches 
Violators New York—Lester Pincus, head of 


Detroit, Micu.—The OPA is crack- 
ig down on shoe rationing violators 
among the general public, Fred T. Hol- 
den, shoe rationing officer, said here, 
tecently. While various forms of eva- 
sion have been attempted, the present 
tiove is against two specific types of 
cheating that have become particularly 
widespread. 

First of these is the mutilation of 
airplane stamps to make them appear 
like valid shoe stamps. Typically, a 
figure “1” on the “12” stamp will be 
tampered with in such a manner as to 
Make the stamp appear like a No. 2 
stamp. 

This.type of cheating may be checked 
at the Source by retailers, if they will 
follow the rules that no loose stamps 
will be accepted. 

A more involved form 6? ‘cheati z 
that has drawn the serious attention of 
the local OPA is the misuse of special 
certificates for safety shoes or special 
type work shoes. These are issued, of 
course, upon due proof of need, usually 
through an industrial plant transpor- 
tation committee. The method is to buy 
the shoes, bring them back for refund, 
and then attempt to use the refund 
Stamp for purchase of regular street 


August |, 1945 


the wholesale company bearing his 
name, with offices at 131 Duane Street, 


this city, announces that his post-war 
plans include the establishment of sev- 
eral new branch offices, in addition to 
the ones now in operation in Chicago, 
St. Louis and Dallas, Texas. These 
post-war branches will be in Boston, on 
the West Coast and in London, En- 
gland. 
The announcement was made on July 
17—the tenth anniversary of the estab- 
lishment of the Lester Pincus Shoe 


Corporation. Mr. Pincus, himself, how- 
ever, has been connected with the shoe 
business for 25 years, having established 
a chain of retail stores in 1920. From 
this beginning, there developed a job- 
bing business which is now one of the 
largest and best-known in the country. 


Plan Increase in 
Shoe Production 


St. Louis,’ Mo.—Both Brown Shoe 
Company and International Shoe Com- 
pany have planned a 12 to 15 per cent 
increase in production of civilian shoes 
during the last three months of this 
year, provided labor and material are 
available. This is attributable to a sub- 
stantial reduction in the output of 
military footwear. 

The National Shoe Retailers’ Asso-— 
ciation estimates that upper’ leather 
released by the Army is equal to 3,000,- 
000 pairs of civilian shoes-per month; 
as the August Army schedule of 2,100,- 
000 pairs of combat boots has_been cut 
to 1,500,000 pairs in September, and 
50,000 pairs of tropicalecombat boots 
kave been eliminated, there should be 
considerable effect on civilian shoe 
manufacturing, particularly of men’s 
and boys’ shoes. 

Officials of the OPA in St. Louis said 
that an inventory of all shoe manufac- 
turers and shoe dealers is being made 
throughout the country. 


ARBRIDU! 
Wat create® for every a, Me 
%& Made to Fit the Foot 
Sizes 6 to 12 
4 
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PLAY SHOES 


WOMEN’S DARK PLAY SHOES 


NON RATIONED 
Delivery Early August 
$1.80 
Per Pair 


Sizes 4-9 


TERMS: NET 10 DAYS 
F.O.B. N. Y. 
MINIMUM ORDERS: 18 PRS. 


GERDA FOOTWEAR CO. 
158 DUANE ST., N. Y. 13, N. Y. 


FOOT BATHS 


MEDICATED FOOT BATHS 


FOOT RELIEF OR 
MONEY BACK 
8-oz. size $6 doz. 

retail $1 box 
R. E. BROWN 


620 N. Central 
Glendale 3, Calif. 


PLAID SHOE LACES 


PLAID SHOE LACES in: stock 
for IMMEDIATE DELIVERY 
LYONS & COMPANY 


120 Ovene $t., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 


Obituaries 


Henry S. Pearson 


BEVERLY, Mass.—Henry S. Pearson, 
65, superintendent of agencies for the 
United Shoe Machinery Corporation, 


HENRY S. PEARSON 


vice-president of the Beverly Savings 
Bank and a director of the Beverly: 
National Bank, died at his home, here, 
recently. He was stricken with a heart 
attack late in the evening and passed 
away suddenly. 

Born in Beverly, Mr. Pearson was a 
life-long resident of the city. He was 
educated in the Beverly public schools, 
graduating from Beverly High with 
the class of 1898. He entered the em- 
ploy of the United Shoe Machinery 
Corporation soon after graduating 
from school and won successive promo- 
tions until at the time of his death he 
was superintendent of agencies. He 
was elected a trustee of the Beverly 
Savings Bank in 1925 and was elected 
vice-president in 1943. He was elected 
a director of the Beverly National 
Bank on Jan. 12, 1937. 

Mr. Pearson was a director at the 
Beverly Hospital and served on the 
budget committee of the Beverly Com- 
munity and War Fund. He took much 
interest in civic and community affairs 
and was well known throughout the 
city. 

He was a member of the First Par- 
ish Unitarian Church and of the Quar- 
ter Century Club of the United Shoe 
Machinery Corporation. 

He is survived by his widow, Mrs. 
Grace A. Pearson; a sister, Mrs. 
Arthur T. Foster of this city, and a 
brother, Chester L. Pearson of Danvers. 

Memorial services were held at the 
First Parish Unitarian Church. 


John C. Curtin 


Rocuester, N. Y.—John C. Curtin, 
61, area rent director who was formerly 


in the shoe manufacturing businey 
here, died recently at his home only, 
few hours after his son, long a prisone 
of- the Germans, returned to this coup. 
try. 

A native of Rochester, Mr. Curtin 
was educated in its schools. Early ip 
his career he became a partner in the 
wholesale leather house of Charly 
Stern & Company, becoming well know, 
to the trade. For 12 years he was alm 
treasurer and financial head of Burrow 
Shoe Company, Inc., makers of womens 
shoes. 

For many years he was active ip 
Democratic politics and had prominent 
parts in city and county affairs. © 

His son, Lt. John Q. Curtin was first 
believed to have been killed in action, 
but was later reported a prisoner-of.- 
war. Upon his return to this country 
he telephoned home from Boston, but 
his father was too ill to talk with him 

Another son, Lt. David J. Curtin, 
in a hospital at Guam recovering from 
wounds suffered at Okinawa. 

Besides his two sons Mr. Curtin 
leaves. his widow, Mrs. Elizabeth Me- 
Clusky Curtin; three daughters, Mrs, 
John W. Boylan, Buffalo; Miss Mari- 
anne Curtin and Miss Mildred Curtin, 
Rochester; and a brother, James M. 
Curtin, Lockport. 


H. R. Rogers 


LYNCHBURG, VA.—Harry Ray Rogers, 
shoe stylist for the Craddock-Terry 
Shoe Corporation, died at Lynchburg 
General Hospital recently, after an ill- 
ness of three days. He was 60 years of 
age. 

Prior to joining the Craddock-Terry 
Shoe Corporation, Mr, Rogers was with 
the Vitality Division of International 
Shoe Company and previous to that 
operated a retail shoe store in Chicago. 
He was well known in the shoe manu- 
facturing circles in St. Louis, 

He is survived by his widow, Mrs. 
Frances Strechel Rogers, and three sons, 
Robert Edward Rogers, Daniel Russell 
Rogers and Jack Comdon Rogers. Also 
one brother and two sisters. 

Funeral services were conducted from 
the Whitten Funeral Home, and burial 
was in Richwood, Ohio. 


Oliver Sellman Anderson 


BALTIMORE, Mp.—Oliver Sellman An- 
derson, founder and president of Pilot 
Shoe Company, died recently at the 
Union Memorial Hospital after a brief 
illness. He was 72 years old. Mr. An 
derson was a former director of the 
Baltimore Trust and Century Trust 
companies. He was also a member of 
the Baltimore Country Club and the 
Merchants Club and was a forme? 
member of the Municipal Pension 
Board. 
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Brown—Plastic Soles 
Uppers 
4 
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LOAFERS 
WOMEN’S LOAF-EZE 
NON-RATIONED 
ALL BROWN 

ALL WHITE 
FABRIC UPPER 
STYLE 
#6402 


LONG WEARING BLACK RUBBER SOLES 
Sizes 4-9 Days 
pr. te a case $1.65 
ALSO ALL WHITE OXFORDS 
POLONER SHOE CO. 
156 DUANE ST. BA. 7-1398 NEW YORK 13 


WOOL GAITERS 


ALL WOOL KNIT GAITERS 
FOR IMMEDIATE DELIVERY 
DOUBLE FELT SOLES, FELT 
HEELS, IN BLACK ONLY 
size 1 
Bey at Once for rj on Winter Business 
CHARLES SPIEGEL CO., Inc. 
411 ESSEX ST., SALEM, MASS. 


INFANTS’ — CHILDREN’S — MISSES’ — BOYS’ 
SHOES AND CAMP MOCCASINS, E iF 
SHEARLING SLIPPERS IN STOC ee 


H. A. Sublett 


Los ANGELES, CaLir.—H. A. Sublett, 
10, died suddenly while in Joplin, Mo. 

He was West Coast representative 
for both the Lumbard-Watson Co., 
Auburn, Me., and the Elkind Shoe Co. 
Originally Mr. Sublett came to the 
West Coast over 30 years ago and has 
_ then, carried several well-known 
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He is survived by his widow, Mrs. 


Mary Gorsuch Anderson; a daughter, 
Mrs. Catherine Anderson, of New 
York, and a son, Edwin O. Anderson, 
of Chicago. 


Ralph Lederer 

New York — Ralph Lederer, 69, 
president of Lederer Industries, Inc., 
here, died recently. As head of the firm 
which makes advertising souvenirs for 
distribution by retail shoe stores, Mr. 
Lederer was well known in the shoe 
industry for forty years. His two sons 
will carry on the business. 

He is survived by his widow, Mrs. 
Emmie S. Lederer, and his two sons, 
Howard A. and Robert E. Lederer. In- 
terment was in Mt. Pleasant Cemetery 
in Westchester. 


Lawrence Clift 


New CastTie, IND.—Funeral services 
for Lawrence Clift, 60 years old, re- 
tail shoe store operator here for thirty- 
seven years, were held recently. He 
also owned the Clift Boot Shop in Mun- 
cie and the Modern Miss shoe store in 
Anderson, Indiana. 

He was a member of the Elks, 
Knights Templar and the Masons, the 
Chamber of Commerce and the Presby- 
terian church. He is survived by his 
widow, three sons, a daughter and 
three grandchildren and a brother. 


Ensign Harold Connett, Jr. 


PHILADELPHIA, Pa,—Ensign Harold 
Connett, Jr., 23, son of Harold Connett, 
president of Surpass Leather Company, 
here, was killed in the first battle of the 
Philippines Sea in June. He was a 
Navy dive-bomber pilot, and had pre- 
viously been listed as missing. His 
father recently resigned as assistant 
bureau director for leather in WPB’s 
Textile, Clothing and Leather Bureau. 

Ensign Connett attended University 
of Virginia and Massachusetts Insti- 
tute of Technology. He enlisted in the 
Navy soon after Pearl Harbor. 


Thomas J. Dohan 


SPRINGFIELD, OH1I0—Thomas J. Dolan, 
former owner of Dohan’s Boot Shop, 
here, died recently after a two months’ 
illness. A short time before his death, 
the store was purchased by the Louis 
Ostrov Shoe Co. of Akron, O. 

Mr. Dohan is survived by his widow, 
Mrs. Marie V. Dohan; two daughters, 
Miss Marjorie Dohan and Miss Dorothy 
Dohan; one son, Lt. Thomas R. Dohan, 
USN; two brothers and two sisters. 


John Lindsay 


AmstTerDAM, N. Y.—John Lindsay, 
proprietor of Lindsay’s Shoe Store, 
here, died recently in the Amsterdam 
City Hospital. He was a veteran busi- 
nessman in Amsterdam, with 55 years 
as a shoe dealer to his credit. 

[TURN TO PAGE 86, PLEASE] 


No Wonder the 
SWING is to 


CUBOIDS 


Acuine FEET SHOW 


IN YOUR FACE! 


Has war work deglamor- 
ized your posture? Dofoot 
pains stop your fun? Try the MODERN way 
to FOOT RELIEF. Wear CUBOIDS in your 
shoes! Featherweight, no metal, and in- 
terchangeable! Sold in good shoe depts. 


Tailored of real leather, for 
men, women, and children. 
Not mere arch supports... 
foot balancers. 


Pair $$ and %6.50. 
Try this new idea 
in foot relief 


SHOE DEALER OR 
SANTA ANA, CALIF 


ASK YOUR 
BOX 658, 


The above copy is from 
ads in August issues of 
GOOD HOUSEKEEPING 
and Holland's. 


raging 
zine, (this is conservative in war 
times) makes it possible for more 
than 15 million women to read 


‘about CUBOIDS in AUGUST, 


through these two media. 


200 Leading 
NEWSPAPERS 


in 200 major outlets ha 
CUBOIDS, will also carry this 
and another one four times as 
large, thus adding another 10 
million potential readers of the 


CUBOID Foot Relief Story carried 


under nationally known depart- 
ment and shoe store signatures. 


FREE 
window cards, deluxe folders and 


many other dealer helps, now 


make CUBOIDS a must for the 
best stores in every city. Write 
fo... 


JAMES H. SEWELL, Pres. 


BURNS CUBOID CO. 
Box 658, Santa Ana, Calif. 
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MOCCASINS 


HEAVY BROWN UPPERS $4-45 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 1-5 $1.40 


WRITE FOR FOLDER 
GIRLS' and OTHER MOCCASINS and SLIPPERS 


CONJOR SHOE Co. 
287 BROADWAY, NEW YORK CITY 
D'ORSAY 
Women's } 
‘Leather Sole 


RAYON WEAVE D’ORSAY 


with white Bunny Fur Collar 
#5290. 


COLORS: Wine, Royal Blue 
Sizes: 4 to 9 
\ Paeked 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. pe~ color. 
September Delivery 

WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 


F. N. Phillips, Sr. 


Boston—Ferdinand N. Phillips, Sr., 
at one time vice-president and director 
of the’ former Traveler Shoe Stores 
Corp, died recently at his home in 
Brookline. He is survived by his widow, 
daughter and son, Ferdinand N. Phil- 
lips, Jr., of F. N. Phillips Co., Boston. 


Obituaries 
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Mr. Lindsay was born in Ireland, De- 
cember 17, 1867. He came to this coun- 
try when he was 13, settling in Amster- 
dam, His first job was with the San- 
ford Mills. Later he worked for E. A. 
Quiri in a retail shoe store. He re- 
mained for twelve years, in 1902 en- 
gaging in business for himself. He 
formed a partnership with his brother 
James a short time later. Additional 
stores were opened in Schenectady and 
Gloversville, N. Y. The partnership was 
dissolved in 1922, and subsequently 
Lauren S. Lindsay, Mr?*Lindsay’s son, 
joined the business. 

He is survived by his widow, Mrs. 
Alice Sommers Lindsay; son, 
Lauren §.; his brother, James; three 
sisters, Miss Martha Lindsay, Mrs. Wil- 
liam Brinckerhoff, and Mrs. Matthew 
Ruland; two grandsons and several 
nieces and nephews. 


Charles D. Daggs 


LeRoy, N. Y.—Charles D. Daggs, 56, 
former well known shoe retailer here, 
died at Genesee Memorial Hospital re- 
cently after an illness of three weeks. 
He was born in LeRoy and all of his 
life was spent here. After clerking in 
shoe stores for considerable time he 
went into business for himself, contin- 
uing for many years, but for the past 
three years he had been with the 
Doehler Die Casting Company. 

Besides his widow, Frances Ripton 
Daggs, he leaves a son, Ensign Charles 
R. Daggs; a daughter, Miss Mary L. 
Daggs, and a brother, Frank Daggs, 
Denver, Col. 


Harry A. Hater 


CINCINNATI, On10—Harry A. Hater, 
74, who operated a retail shoe business 
for 46 years prior to retirement, died 
suddenly at his home, recently. He 
leaves two brothers, Ben Hater, Belle- 
vue, Ky. operator of a department 
store; and August Hater, Price Hill 
suburban dry goods merchant; one 
daughter, Mrs. Ralph Kritlen, Indian- 
apolis. ; 


Albert V. Wolcott 


Los ANGELES, Catir—Albert V. 
Wolcott, 72, representative for The 
Selby Shoe Co. on the West Coast for 
22 years previous to his retirement 
from the road eight years ago, passed 
away after a lingering illness. Before 
becoming connected with Selby, Mr. 


Wolcott represented the Chas; K. Fox 


Shoe Co. of Haverhill in this section 
for a number of years. 


Services were at the Little Church 
of The Flowers at Forest Lawn. A 
delegation from the West Cdast Shoe 
Travelers, of which he was a member, 
attended the services. Pall Bearers 
were Marshall Bee, Ray Hardebeck 


SHOE STORE SUPPLIES 
Give a trial by placing your 
with our company. Prompt Del 


ne — CAVALIER LIQUIDS and 
CREMES, UIRE, NUGGET, WHITTEMORE 
PASTES. PIERCE, MILLER, ANDERSON SHOE 


The Paterson Leather Company 
374-376 Main St. Paterson 1, N. J, 


CHILDREN'S SHOES 


Health Shoe 


their children’s feet 
safe in shoes bearing 
familier brand which 
nationally advertised, 


are servi 
basis to insure equal treat- 


ever, we 


Goatskla 
SUPERIOR SHOE CO., Mfrs. 


508 S$. Peoria St. Chicage 
Our Distributors 
21 119-121 E. Columbia St, 
Detroit Wayne, Indiana 
Jayson Shee Co. Los Angeles, Cal. 


and Jas. Thompson, local represents 
tive of The Selby Shoe Co., with Carl 
0. Johnson, secretary of the W.C.S.T.A,; 
K. Ricker, of Bullocks, and M. E. Masi- 
burn, of Gude’s. 

One daughter and two grandchildren 
survive. 


Fred R. Wilhemy 


CLEVELAND, OHI0.—F red R. Wilhemy, 
63; president of the Cleveland Tanning 
Co. since 1940, and sales manager {fF 
20 years prior to that, died recently. 
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With a professional Line of foot appli- 
ances that will bring a Longer margin 


of profit. 


Style FC-40: Top quality strap leather top, 
cellular rubber body, brown suede bottom. 


Women's sizes: 5 thru 10, wide and narrow 


Men's sizes: 6 thru 13, wide and narrow 


* Write today for a run of sizes and 
ii for our catalogue R-15. 


FOOT APPLIANCE CO. 


$18.00 doz, pairs 


1616 LAVACA 


AUSTIN TEXAS 


Gales Volume Off 
in Ohio Stores 


CotumsBus, OnI0.—Total of 24 inde- - 
pendent retail shoe stores in all sections 
a@ Ohio, representing a cross-section, 
with May, 1945, sales volume of $284,- 
$05, reported that sales for May were 
Sper cent below those for May of 1944, 
aithough they were 8 per cent ahead of 
April, 1945. For the first five months 
af 1945, sales volume was 17 per cent . 
ahead of the corresponding period of 
1944, according to reports compiled by 
the Bureau of Business Research at 
Ohio State University. 


Th the apparel group as a whole, 
tumbering 100 stores with sales volume 
fr May, 1945, of $2,776,118, sales in 
May were 7 per cent below the same 
Month of 1944, 8 per cent ahead of 
April, 1945, and. 10 per cent better for 
ie first five months of 1945 than the 
me months of 1944. This group in- 
tuded not only the shoe stores, but 
ilo family clothing stores, men’s cloth- 
ig and furnishings stores, and women’s 
tady-to-wear stores. 


While household appliance dealers re- 
ported the greatest gain—36 per cent— 
it May volume over that of May, 1944, 
men’s clothing and furnishings stores 
showed the greatest loss. Shoe stores, 
with a 9 per cent drop, ranked third 
ftom the bottom in 


W. T. McGee Joins 
General Shoe Co. 


NASHVILLE, TENN.—lIn line with an 
expansion program in the juvenile field, 
General Shoe Corp., has appointed W. 


W. T. McGEE 


T. McGee to represent their Acrobat 
line in Virginia and West Virginia. 
This expansion includes a fifty per cent 
increase in the present factory and a 
new modern factory, as well as an en- 
larged sales force. Mr. McGee has fif- 
teen years’ experience in the shoe and 
apparel fields. 


An aggressive advertising campaign 
is part of the expension program which 
concerns the Acrobat line. 


Store Becomes Partnership 


Derroir, Micu.—The Model Shoe 
Store, North End neighborhood shoe 
store, has been made a father-and-son 
partnership with the admission of Os- 
car Moskowitz to full partnership. 
Store was founded by his father, Harry 
Moskowitz, about thirty years ago in 
the same neighborhood, and has been 
in the same location for the past six- 
teen years. Oscar Moskowitz has been 
associated with his father for a num- 
ber of years in the business in various 
capacities. Store is operated as a gen- 
eral family store. 


Importing Firm Incorporated 

Los ANGELES, CaLir.— Herbert C. 
Marxmiller, Importers, Inc., has been 
incorporated for $100,000 under the 
laws of the state of California. Officers 
are H. C. Marxmiller, president, with 
T. V. Allen as secretary-treasurer. Miss 
Dorothy Phillips is now office manager 
in the firm’s Haas Building suite. Miss 
Phillips is well known to the shoe trade 
from her five years in managing shoe 
offices in the Marbridge Building in 
New York. 
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MOCCASINS =Beat this Vaine 


¢ Genuine Leather Uppers 
* Orthopedic Rubber Soles 
* Raised Moccasin Toes 
Rolled Collars 

* Heavy Cotton Laces 


Immediate Delivery 
Send Ration Currency with order 


87? 


4 
ha 
a i 
i 
White 
Crushed j 
Afrs. 
ire. Ce., 
bia St, 
diana 
\nning 
THE ARNOFF SHOE CO.., 
itly. 
= 
order 


SLIPPERS 


California Process: 
Women's 
Leather Sole 


BENGALINE SLIPPER 


19 Se. Wells St., Chicago 6, Ill. 


Trade Literature 


Shoe Sales Manual 
Now Available 

“Fitting and Selling Shoes,” by John 
A. Beaumont, recently issued as Voca- 
tional Division Bulletin No. 230, Busi- 
ness Education Series No. 16, under the 
Federal Security Agency of the U, S. 
Office of Education, and for sale by the 
Superintendent of Documents Washing- 
ton 25, D. C., is described in the fore- 
word as “a teacher’s manual for the 
use of those who train owners, mana- 
gers and employees to fit and sell shoes 
properly, and, thereby, to render a ser- 
vice to the shoe-buying public.” Al- 
though the preparatory study for this 
manual was made in peace time, it has 
been planned to include information 
useful both for the inexperienced and 
untrained men and women being em- 


ployed in retail shoe stores under war-- 


time conditions and for war workers 
and veterans who will be entering this 
business when they return to normal 
civilian employment. 

The manual was developed through 
the cooperation of the National Shoe 
Retailers’ Association and the Business 
Education Service of the U. S. Office of 
Education. It was prepared by John 
A. Beaumont, shoe retailer and former 
president of the New York State Shoe 
Retailers’ Association, while employed 
as Specialist in Shoe Merchandising by 
the U. S. Office of Education, in collab- 
eration with Kenneth B. Haas and 
Walter F. Shaw, Regional Agents for 
Distributive Education, under the direc- 
tion of B. Frank Kyker, Chief, Busi- 
ness Education Service. A committee 
of ten, with one exception leaders in the 
retail branch of the shoe industry, re- 


viewed the manuscript. Carl Bury 
stahler, now N.S.R.A. Education Com 
mittee chairman, was president of th 
association at the time. Growing og 
of a recognition of its need on the pay 
of the N. S. R. A. and leading retaj 
shee merchants, as well as by the Bug. 
ness Education Service of the U, § 
Office of Education, it undertakes & 
“cover practically every situation whid 
might arise in the fitting and selling¢ 
shoes in a retail business.” As the ap. 
thors go on to point out “condition 
surrounding each training situation wi 
vary in different communities” by 
“qualified instructors will be ablew 
adapt the subject matter to meet ther 
particular needs,” 

Divided into eleven units the manual 
presents concisely, but in adequate @& 
tail, discussion of the following topics; 
1. Shoe Retailing, Past and Present;% 
The Salesman; 3. Greeting the Cup 
tomer; 4. The Human Foot; 5. Measnr. 
ing Feet; 6. Factors in Fitting Shoes; 
7. Influence of Style; 8. Presentation 
Merchandise; 9. Selling Service by Sug. 
gestion; 10. Closing the Sale; 11. Esta} 
lishing Customer Relationships. 


Dr. Scholl Introduces 
New Insole 


Cuicaco, ILL.—A new insole for weat 
in high heeled shoes has been announced 
by The Scholl Mfg. Co., Inc., here. ‘ft 
was developed to provide an insole that 
could support the metatarsal arch ani 
satisfactorily meet the pitch of high 
heeled shoes. A patented rubber cushion 
at the forward end supports the mets 
tarsal arch, The insole is also made 
anatomically correct in rights and lefts 
Other patented features are: cuppa 
heel seat, pressure formed leather arch, 
lightness in weight, and thinness, ~ 


ELECTRIFIED SHEARLINGS 


CALIFORNIA PROCESS 
Immediate Delivery 


Net 10 days 
F.O.B. N.Y. 


COLORS: Royal Blue, Red, White, 
Light Blue, Pink 


PLOTKIN BROS. 


47 West 34th St.. New York, N. Y. 


Shoe Store Window Helps Sell War Bonds 


Cincianati, O.—Both street-front windows of the Potter Shoe Co., were giver 
over to the war effort recently af the beginning of The Mighty Seventh te 
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Boot and Shoe Recordset 


— 
pr. 
10 days, Net 30 
—— COLORS: Red, Royal Blue, 
ae Wine, Black 
a Sizes: 4 to 9 
Packed 36 pr. to case, 
‘Minimum orders 18 pr. per coler. 
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Write for IlUustrated Catalogue and Information 


SCHUR-FIT ere Co. Inc. 


New York, N. Y. 


“Rolla’’ 


Foot Exerciser 


PATENTED 


Titerature—incl inded 
FOOT CHOICE SHOES INC. 


CHILDREN'S 
LEATHER SOLE BOOTEE SLIPPERS 


FEATURES: 
* COMPO LEATHER SOLES 
* FUZZY CHENILLE UPPERS 
} * HIGH TOP BOOTEE 


Colors: Red with 


IN-STOCK 
Shoes — Slippers — And Rubbers For The Family 


GERDA FOOTWEAR CO., ‘INC. 


NON-RATIONED 


Sizes: 8-3 Full Sizes 
Biue Collar 
Biue with Red Collar 


AT ONCE DELIVERY 


Marietta, Ohio 158 DUANE STREET NEW YORK 13, N. Y. 
Colonial Tanning Company, Boston, for 
$12,000 Spent for Footwear Colonial to Distribute distribution. The New England Patent 


MONTREAL, QuE.—Twelve thousand 
doliars’ worth of Montreal shoes went 
aboard the Greek ship Lyras recently. 
Lying in Montreal harbor, the Greek 
vessel showed a clean bill of fare re- 
garding the shoe business. One of the 
crew went into a shoe store and de- 
manded twenty-four pairs of shoes— 
much to the astonishment of the clerk, 
who ordered him out! 

However, it developed that the 
Greeks were buying shges for their 
Telatives and friends in Greece, and by 
the time the crew had finished shop- 
Ping, $12,000 had been spent to enable 
Greeks at home to go about shod and 
fomfortable for the first time in six 
years. 


New Store Opened 

WENATCHEE, WASH.—McDougall’s, as 
@ branch of McDougall-Southwick Co., 
one of the leading shoe outlets and de- 
partment stores of Seattle and nearby 
communities, has recently opened an- 
ether branch in this central Washing- 
ton city. The latest link in the expand- 
ing chain has been established at 25 
Wenatchee Avenue, under the manage- 
Ment of Harold Klepper. This recent 
Opening is part of an extensive expan- 
sion program. 
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N.E. Patent Leather Output 


Boston, Mass.—It has been an- 
nounced by Allen H. McLatchy, general 


ALLEN H. McLATCHY 


manager, that arrangements have Raia 
made for the entire output of the New 
England Patent Leather Company, 
Winchester, Mass., to be taken by the 


Leather Company, established twenty- 
five years ago, specializes in patent 
leather finishing under the supervision 
of Mr. McLatchy, well known in the 
tanning industry. Daily output of the 
company will be better than twelve 
hundred sides a day. — 


Thrift Shoes Thrive 
On Main Floor 


Brooktyn, N. Y.—The modest sec- 
tion of thrift shoes which was allotted 
small space on the first floor of Fred- 
erick Loeser Company, Inc., here, five 
years ago, has grown into a depart- 
ment with a following of permanent 
customers. Many Brooklyn women who 
have been properly fitted with branded 
shoes return to ask for the same size 
and type of shoe. 

William Vanderporten, manager of 
the thrift division, observed that slip- 
pers and play shoes should always be 
on the main floor. Both of these lines 
advance as an “impulse item.” Many 
shoppers who will never think enough 
about a slipper or even a shoe for play 
—especially in normal times—will stop 
when they see an interesting display 
of such footwear. The natural place 
for these lines is on the main floor 
where traffic is at its greatest. 
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SHOE INSERTS 


Self Conforming 
Correct SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 


WALK-ON-AIRE cu. s. pat. Trade mark) 


Retalis at 75¢ a pair 
100% Mark-Up on Cost 


WALKONAIR CORP. 
(factory) KNOX, IND. 


JOBS 


BARIS SELLS 


Shoes from Surplus 
Better for Less. 
BARIS SHOE CO.., inc. 
Worth 2-5180-1 

79-81 Reade $t., New York 7, MN. Y. 


LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 15 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While in town "C'' Well 


M.K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


About Shoe People 
[CONTINUED FROM PAGE 82} 


action with the 7th Army. He expects 
to return to Wayne University in De- 
troit, where he was a pre-medical stu- 
dent before the war. 


Walter Haley, former operator of a 
family store in Michigan, has sold his 
business to the Epko Shoe Company. 
This company operates stores in To- 
ledo, Ohio, and also under the name of 
Wachter Stores in Monroe, Michigan. 

* 
- Lt. Carl Fliesbach, Jr., son of Carl 
Fliesbach, manager of the Chicago 
area Walk-Over stores, is home on a 
80-day leave after seeing action in 
France, Belgium, Holland and Ger- 
many. A member of the Signal Corps, 
attached to the 140th Division (the 
famed Timberwolves) which was the 
first to land at Cherbourg, Lt. Fliesbach 
is holder of the Bronze Star, “for 
meritorious service in action.” 
* 


Pfe. William R. Green, of the U. S. 
Infantry, 
charge of the New York office of Daniel 
Green Co., and grandson of Daniel 
Green, founder of the Company, re- 
turned home recently after 15 months 
in a German prison camp. Pfe. Green 
was present at the American landing in 
Africa and at the first invasion at Cas- 
sino where he was taken prisoner. He 
will be sent soon to Lake Placid for 
medical examination and re-assign- 
ment. 

* 


Goldblatt Brothers of New York 
City, announce that Oscar Meyer, mer- 
chandise manager of their men’s, 
women’s and children’s hosiery depart- 
ments, has been appointed merchandise 
manager of the men’s, women’s and 
children’s shoe departments. 


Saul Katz, former general manager 
of the Hubbard Shoe Co. factories, 
Rochester, N. H., owned by his father, 
Samuel Katz, has been advanced from 
ensign to lieutenant (junior grade) in 
the United States Navy. His brother, 
Irwin Katz, is also a Navy lieutenant 
(junior grade), and is serving in the 
Pacific area. 

* 

Staff Sergeant George W. Warren, 
89, of 193 Front Street, Binghamton, 
N. Y., surgical orthopedic technician 
at the United States Army 53rd gen- 
eral hospital in England, has been 
awarded the Certificate of Merit, in 
recognition of conspicuously meritori- 
ous and outstanding performance of 
military ‘duties. The Certificate was 
awarded for his work in Southern 
England during the invasion months 
of June and July, 1944, when he was 
a member of an orthopedic team which 
treated invasion casualties. In civil life 
Sgt. Warren was a shoe salesman for 


son of Larned Green, in © 


RUBBER FOOTWEAR 


DISPLAYERS 


"SUSPENDED ANIMATION” 
R YOUR WINDOWS! 

This Graceful, Suspended 

Hexco LUCITE | 
SHOE DISPLAYER 


RDER 
robaY Price $395 ec. . . 6 for $2250 


Write today fer detoils of other Hexco Lucite Disployers 
end Hecht's “Glomorous Glass Disployer’’ cireviors. 


HECHT FIXTURE CO. 


Since 1892 
212 S. FRANKLIN ST., CHICAGO 6, KLLENOIS 


the Parlor City Shoe Company of # 
Court Street, Binghamton. 


The Bluefield Shoe Company, 23- 
year-old local retail shoe store, was 
closed from July 2 to July 10. “We 
took a brief vacation for one week, 30 
that our employees might relax and 
rest in order to be the better prepared 
to serve our customers duing the com 
ing months,” said an announcement of 
the company. Roy D. Phillips is pre 
prietor of the Bluefield Shoe Company. 
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MEN'S SNUGFIT RUBBERS Col 
Pat. Molded Procecs assures perfect ft. | Efor 
CLOG #2068 75¢ or. Terms 2% 10 slo 
F.0.8. Detrelt. Packed 24 pr. 
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(teen Shoes are. Our Inserts aid better fitting ; 
and give qhe feet cushioned comfort. To 4 
show them is to sell this profitable item. 
"Write us for name of our euthor- + 
ised distributer in your territery. 
The “WALK-ON-AIRE” Line: 
Heel Pads—Spring Strides, Metatarsal Pads — 
Cradies, Arch Supports—Fost Rests, tor | 
LURE 
ployer of unbreakable lucite! Dromatize your speciols 
—new numbers! Seve precious space! Suspended by 
. ribbon, displeyer odjusts to any height! All edges high- 
Polished ond buffed 
90 


See Brown as Leading Fall Shoe Color 


BurraLo, N. Y.—Leading retail shoe 
gen of Buffalo are agreed on several 
points regarding the shoe outlook for 
iste Summer and Fall of this year, 

White shoes have proved very popu- 
ler this Summer. It is anticipated that 
there will be heavy buying of the non- 
ttioned types for July and August. 
flors, which have been so well-liked 
ir several seasons are selling more 
jowly now. Deliveries were late, so 
that customers were shopping for white 
thoes by the time the new white shoes 
urived. Non-rationed play shoes have 
heen heavy sellers throughout and will 
gndoubtedly continue to be so. 

For the Autumn, indications are that 
brown will be more in evidence than 
gy other color. Black will be in de- 
mand, but the supply will be small, The 
better dealers are predicting, however, 
that there are enough good calfskin 
thoes still on the shelves to meet the 
gemands of those who have the ration 
samps to buy them. 

Dealers say that advance price lists 
thow that good quality non-rationed 
shoes will be higher priced when the 


is not expected, though, that there will 
be many deliveries of ghoes from whole- 
salers or jobbers for the Buffalo area 
before early September. 

Several retailers spoke of a problem 
that seems to be typical of Buffalo and 
tther large industrial cities with their 
sudden flow of “new” money into hands 
never before familiar with such plenty. 
Many of these people have little sense 
of values. The high price of an article 
all that attracts. The fact that fine 
goods require care has not occurred to 
them, and they subject the fine shoes to 
am hard wear, expecting them to last three 
Ae t four times as long as the less expen- 
five shoes they have worn previous. 
They rush back to the store with a sup- 
posedly justified tale of woe, wanting 
another pair of shoes or at least a gen- 
fous adjustment. This is not forth- 
ming, of course, and causes many 
hard feelings. One of Buffalo’s finest 
stores has installed an adjustment de- 
partment to handle such cases. As one 
buyer put it, “These people wear shoes 
with work slacks that should be going 
With mink coats.” 

Sales slips in the big department 
28. stores show that many more sales than 

ever before are going to cash customers, 


a Which in a large percentage of cases 
ae Means the “new” money people. The 
‘and More established customers are more 
oa apt to use charge accounts. 

call Regarding Winter rubber goods, 
t of Wealers are not buying too heavily. Last 
pro- year was an exceptionally good year, 
any. and experience has taught that in this 


area every third year is a good year 
August 1, 1945 


Pall and Winter styles go on sale. It. 


Buffalo Shoe Men Agree that Short Supplies of Black Will Increase 
Importance of Brown—Expect Higher Priced 
Non-Rationed Footwear 


for this line. Careful buyers, who watch 
these trends, say that in most cases 
they expect about half the sales in rub- 
ber goods for next Winter than there 
were last, and have ordered accord- 


ingly. 


Chalks Up Long 


Record of Service 


Va.—“Dependable foot- 
wear for over 60 years.” 

That slogan aptly characterizes a re- 
markable record of successful business 
to which the D. D. Adkins Shoe Store, 
one of Petersburg’s pioneer shoe mer- 
chants, may well point with pride. 

Founded in 1878 by A. D. Adkins, 
father of the present owner, E. Gordon 
Adkins, this fashionable shoe salon has 
served South Side Virginians with 
quality shoes at reasonable prices for 
67 years. “This longevity in shoe 
retailing,” says Mr. Adkins, “is due 
primarily to inculeating our sales per- 
sonnel with the spirit of serving the 
public in a manner in which they would 
like to be served.” | 

Specializing in nationally-advertised 
brands, the Adkins store also places 
special emphasis upon giving their cus- 
tomers the proper fit to assure comfort. 
- Located but four miles from Camp 
Lee, Adkins also caters to a large 
soldier-clientele, stocking a complete 
assortment of military footwear, rang- 
ing in sizes from 5 to 14 and in widths 
from AA to E. Six different lines are 
carried. 

“We make every effort to make ser- 
vicemen feel welcome and ‘at home’ in 
our store. Consequently, we do our 


‘utmost to be of constructive service to 


military personnel in meeting their 
shoe requirements,” reports Mr. Adkins. 


Novel Idea for Gift Wrappings 


PHILADELPHIA, Pa.—Customers of B. 
F. Dewees, Inc., are continuing to 
praise the unusually attractive gift 
packages prepared for them on pur- 
chases of shoes, slippers, accessories, 
and other items. Odds-and-ends of 
wall paper with alluring designs have 
been adapted to package wrapping 
through a unique plan originated by 
Jerry West, merchandise manager of 
the first floor, which completely wins 
customer satisfaction and at the same 
time ably supports the national paper 
conservation program. 

Realizing that thousands of clean 
unused ends of wall paper rolls were 
probably stored carefully way in 
closets of Philadelphia homes and that 
their idleness could easily be converted 
to usefulness, Mr. West experimented 
with samples to learn that the floral 
designs, stripes, variety of prints and 
colors, and paper texture were ideally 
suited for gift wrapping paper and 
could be used to create packages of 
beauty and novelty. He therefore 
asked the firm’s employees to cooper- 
ate in gathering every available odd 
piece of wall paper. 

Subscriptions by employees resulted 
in an accumulation of a stock of thou- 
sands of pounds of wall paper. The 
firm then introduced the novel wrap- 
pings to their customers on purchases 
for Mother’s Day during May and have 
since received sufficient additional sup- 
plies to continue them up to the pres- 
ent time. 

Sorting of designs most appropriate 
for large or small packages is made 
before cutting the paper to suitably 
sized sheets, and has proved worth- 
while in the make-up of a more distinc- 
tive and appealing gift package. 


Michigan Shoe Ladies Get Together 


Detroit, Mich.—The wives of leading Michigan Shoe Travelers gather for a bit 
of feminine festivity on their own while the boys were away—and here's the proof. 
Left te right: Mrs. Sem Kane; Mrs. S. S$. Weiss, Mrs. George H. Lawson and Mrs. 


E. W. Jensen, whose husbands are, respectively, secretary, president, vice-p 


and treasurer. 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 


HELP WANTED 


Resentiel Workers need Release Statements 


Would you like to Sell 
on the Road? 


One of the best known Rubber Foot- 
wear Manufacturers is interviewing men 
for postwar traveling positions. A spe- 
cial booklet has been prepared i 

briefly the advantages of the job. If you 
are between 25 and 35 years of age 
and would like to investigate such a 
position, write us giving your qualifica- 
tions, experience, etc., and ask for a 
copy of this booklet. Address your re- 


ply to 
Bex Ne. 652, BOOT & 


State or 
‘CHOICE SHOES, INC., MARIETTA, OHIO 


FOOTWEAR CO. 
North Broadway, Milwaukee 2, Wisc. 


Wanted—Shoe Salesman 
RETAIL SHOE SALESMAN for de- 
partment store in Everett, Wash. Higher 
than union wages plus commission. 
L. Beard 

c/o ugh-MacLain, 


RETAIL ROAD SHOE SALESMAN wanted 
by an old established and well known foot- 
wear concern to sell men’s and women’s shoes 


VOLUME SHOE SALESMEN. Trade marked 

and patented product, gives added foot com- 
fort; sold exclusively in Shoe Departments. 
post-war item has merit customer ome 


men now earning $500. 00 to $00. 00 per month. 
Capitalize on ability. Please 


tails, territory experience, W. 
CORPORATION. 1 Knox, 
HELP WANTED 


Essential Workers need Release Statements 


M RETAIL SHOE CHAIN. all 
individual in Texas Louisiana. 


Retail Shoe Chain 


ra large progressive retail shoe chain organization 
now expanding its operation 


its and require 
vaditional retail shoe store m ‘en selected 


anagers. 


Miehi P vine 
in Illinois gan, Pennsylvan: r- 
New Engl. States. - 


ry desired other 
Suite 1800, Times Tower, New York 18. 


5,000 portion salary with chance 

crease earnings and build up 
Middle Western Specialty Store. Prefer un- 
der 40 years of age. Must have experience to 
oualify picking right shoes for fashion 7 
Reply held in strict confidence. Address Rox 
#630, care Boot & Shoe Recorder, 100 East 
42nd Street. New York. N. Y. 


POSITION 
Wanted: Live, ambitious shoe 
corrective experience Old established 
family shoe store handling better and 
oats lines. Salary $200 monthly, plus comm’ 


Essential Workers need Release Statemeny 


SUPERVISOR [ft 
WANTED 
A large and well known firm a 
now building its postwar 

ization has several positions 
available to experienced retail 
shoe men capable of supervisory nop 
field work. Permanent connec} we 
tion, if can qualify. State expe} 
rience, present earnings. Age 26 a 
to 40. Family shoe store experi 
ence preferable. Enclose recent 
photograph with application. 
Confidential. 
| 
LINE WANTED 
Essential Workers need Release Statements 
CHANGING HORSES! = 
OPPORTUNITY FOR ALERT MANUFACTURERS | © cian 
to acquire New York representation. Young 
man, 38, Sales Office; Fifteen years 

Chain Buying perience; Have excellent 
contacts with large volume 

Chain Buyers. Write in confidence. 

Address £648, care BOOT & SHOE RECORDER) 
100 East 42nd Street, New York 17, N. Y. pa 
ALESMAN. Large following New Yea 
Metropolitan area seeks slipper line. Ab & tity 
dress #654, care Boot & Shoe Recorder, 10 
East 42nd Street, New York 17, N. Y. cme 
Gere 


write 


opportunity for one who qualifies. Allied Lines. Address #651, care Boot & She 
complete information concerning yourself in 60,000 population. 
. 100 East 42nd Street, New York 17, 1016 WEST UNIVERSITY AVENUE : 5 ae 
Champaign, Illinois 
BUSINESS OPPORTUN W 
SALESMAN WANTED to represent an old UNUSUAL OPPORTUNITY FOR AN EX- 
established Wholesaler for the state of PERIENCED. CORRECTIVE SHOE su 
Michigan. A liberal Allotment of Fall 1945 MAN. Reference required; Unusual salary BUSINESS OPPORTUNITY: Compl 2 
Ladies’ popular priced Footwear is available and large share of net profits. Permanent structions on the Preserving of Baby She 
for this einen, ae es give sales tion for right man. Age 35 to 55 years. ve for Book Ends and Mantle Pieces. Oppo’ FC 
experience Box 657, care age, references and nationality. Address #646, unlimited. Exclusive rights. plete 
care Boot & Shoe Recorder, 100 East 42nd structions $10.00. M. E. WATSON, Bel 
Louis 3. Mo. Street, New York 17, N. Y. 
The rate for mnclenpayes classified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
for each insertion. en a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. if advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payable In pavence. Send check or money order with your copy. No accounts are opened for ciassi 
advertising except for regular a nm contract. 
The rate for all displayed or boxed in classified a dvertisements is $7.00 an Inch with a maximum of 46 words per inch. ; 
om Advertisements for this page must be in our New York Office 10 days preceding publication date. = = 
Aus 


Boot and Shoe Recorder 


‘ 
— Ag 
yer 
Salon 
RETAIL FIELD 
— 
for experienced Managers. Starting salary 
— $50.00 per week and bonus each six months. 
2 ddress Box care Boot 
a ‘SALESMEN WANTED to sell the Rolla Foot | order, 100 East 42nd Street, New York 17, 
el a Exerciser and other good items in large N. Y¥. 
cities,_ or as a sideline for shoe travelers. 
MANAGERS 
SALESMEN WANTED 
We Have Good, Permanent Proposition 
Iowa Michigan. ine Men's, Women’s, must De Capable Of supe 
ane Children's ‘Petts and Shearling Slippers; also non- personnel of units up to $ 
rationed Play Shoes. Shoes carried in stock. Can Assistay pore in ls 
tog meke deliveries. Other territories open. In writ- manager 
fal ing state age. references. Openings 
a a Write fully as to age. education. experience, sal- 
<> ; and accessories. Exhibits arranged in leading hen 
tee hotels throughout the country for patrons to CALIFORNIA: SALESMAN 25 years @ iis 
kage make selections from sample lines. Hard work erience. reliable go-getter, seeks manulse 
4 
4 


~ POSITION WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 


A or Leather in Middle 
West; twenty years’ experience office 
gation. Presently engaged tong Coast, 
position War Industry. 4 
van; 44; University Accounting Degree. 

Pee, Box 22641. care Boot and Shoe Recorder, 
mp South State Street, Chicago 4, Ill. 


MABAGES. 15 years’ ts 
Grade Shoes, desires posi- 
Formerly shoe 
s¥ on Fifth — New York. Address 


$047, care Shoe _—— 100 East 
al Street. New York 17, N. 


qRArric MANAGER or assistant. Young 

agressive man desires either full or part 

Hee position auditing freight bills, handling 

Mims and tracers, routings, etc. New York 

ge. Over 12 ge experience. Address 

#556, care Boot & in 100 East 
dnd Street. New York 17, N. Y. 


FOR SALE 


FoR Son SALE. Dr. Pyles Foot Oscillator. Never 
used. Write best offer. Stiglitz Shoes, De- 
11, Mich. 


1215 Washington Avenve—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
convert inte cash and ration currency 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


Contral 4898 


POPULAR PRICED FAMILY SHOE 

STORE, Volume per year $50,000 or more; 

in any city 25,000 to 75,000 population. Cash 
: Please give full details in first 


Buyer lives in Washington, D. C., and must 
have complete information before 1 ing trip 
to investigate business. ill lies strictly 
confidential. Address #650, care Boot & Shoe 


Recorder, 100 East 42nd Street, New York 17, 


SELL YOUR STOCKS 
KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 

Visit oer new worebceses 
108-110 Duane Street, New York 
Phone: WOrth 2-5877 and end 


FX SALE: GOOD RETAIL SHOE BUSI- 
a Health Spot Shoe Agency and other 


are Boot & Shoe 
Sireet. New York 17, N. Y¥ 


SHOE DEPT. WANTED 


(UISTANDING, AGGRESSIVE SHOE 


SHOE FACTORY WANTED 


FACTORY WANTED: Thriving»North 
Mississippi town wants shoe “ey We 
live adequate labor supply. 
lihways. Attractive location for We 
mt a company which ewill be a part of our 
Gmmunity. We offer percent co- 
Interested companies invited to 


nderson, 
ness Association. Ripley, Mississippi. 


WANTED TO PURCHASE 


CLOSE OUTS, JOB LOTS 
SHORT Assumep 


LEASES 
B.SABIN 
98 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 


SALESMAN to carry sideline of house slip- 
Pers. Men’s, Women’s and Children’s. Up- 
state Pennsylvania. Banner Accessory 


Shoe 
-Co., 46 North Fourth St., Philadelphia, Pa. 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6878-9 


WE BUY 
RHINESTONE HEELS 


Rhinestone Bags 


Any condition. Send lo 
Sample. immediate Attention. 


GENERAL TRADERS 
308 West 43rd St., New York, N. Y. 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 


August 1, 1945 


TO LEASE 


W LL LEASE to experienced organization 
excellent ground floor location for shoe de 
partment in exclusive women’s specialty store 
doing in excess of $700,000.00 per year. A-1 
downtown location in south central city of 
by inhabitants. Address #658, care Boot 
Sen yh 100 East 42nd Street, New 


PAPER PACKS A WAR 
‘PUNCH—DON'T WASTE IT! 


AMILY ha A SHOE in Michi- 
gan or surrounding States. ill buy stock, 
and equipment and ae balance of 

lease. Address: Box #643, care Boot and Shoe 
Recorder, 209 So. State Street, Chicago 4, 


BARIS BUYS 


Quality Shoes for 
Women and Children 
FOR CASH. 


SARIS SHOE Inc. 
79-81 Reade New York 7, ¥. 


WE WILL BUY FoR 
CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA COMPANY 
120 KN. 4th St., Philadeiphia, Pa. 
Phene Lembard 2062 


WE BUY 


SHOE STORES 


FOR CASH 


-BARSH & CEASAR 
Phone MARbe? 1666 


“When JAPAN, 


is WHIPPED. 


YoOuR war-time mer- 

chandise will not be 
worth fifty cents on the 
dollar. 


We will pay top prices 
now for your well-known 
brands of men’s shoes in 
grades retailing from 
$8.00 up. One pair to 
10,000 pairs. 


INC 


ri 


— 


4 
_| 
= 
LD 
) Illinois. § 
R 
N. 
firm 
organ- 
retail 
visory 
onnec- 
ge 26 
recent | By, New Jersey. Address #648, CASH PAID FOR po is 
— © are now in position to take on ree new . } 
omen Bivartments. Only departments that figure 
doing $55,000 or more annually will be con- 
tiered. We are not a Chain. We consider 
gscives efficiency operators. We will person- 4 
ily supervise, promote and assure expert mer- . 
TURERS |B dandisine. Address #614, care Boot & Shoe 
Young Retorder, 100 East 42nd Street, New York 
xcellent 
e She 
on 
ow You 
Ab é 
der, 10 | 
factory loca- u 
| 
nanufse 
ers, am 
& Shee 
— 
y Show 
ortunity 
ete 
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FIT COMES FIRST 


Special combi 
included in above prices) 
fend yeor order or write for detafi information. 


E. C. SMELTZER CO. 


131 B. Sist Street, Indianapolis, Ind. 


Retail Trade Review 
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has as yet given any publicity to these 

especially since all are interested in 

not “rushing the season” at a time 

when complete stocks are difficult to 
** 


ST. LOUIS SALES ABOVE 
LAST YEAR'S LEVEL 


THE OPA release of shoes in July 
caused the usual turmoil in shoe de- 
partments throughout St. Louis. Re- 
tailers had fewer shoes that could be 
released under this order than they 
had under the duplicate order of the 
same date last.year, and 
were made early. 

Sales this Summer in me retail 
stores have been above those for the 
same months in 1944. Sales promise 
to continue to be as good or better 
than last year from all indications. 

All through the Summer there have 
been calls for black shoes, increasing 
in number since the Fourth of July. 
Some retailers have held their stocks 
of black shoes in reserve for August 
selling, particularly the good mer- 
chandise. 

Non-rationed dress shoes are still 
among the best sellers in white. Col- 
ors and white in non-rationed casuals 
are good saleable shoes, but in ra- 
tioned merchandise, black far sur- 
passes white in demand at this season 
of the year. Retailers still have a 
hard time keeping inventory up and 
‘although deliveries of casual shoes 


ISING. 


CUippings 


—here's how to get 
More Business! 


Vincent Edwards Idea Clipping 
ce has over 2,000 satisfied users. 
Each filled ‘according to what 


olesalers usually request 
retail = moanufecturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensi keep in 


ive way to touch with what's 
going on. 

Use below to learn more about 

. this valuable service and the special short 


term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


tell more about yewr sews: 


are easing up, rationed shoes for Fall 
selling are still under par. 

Things continue to improve, how- 
ever, and from all indications the re- 
tail business in shoes has a brighter 
future than could be predicted several 


months ago. 
Sint 


MIAMI RETAILERS REPORT 
HEAVY BLACK DEMAND 


A SURVEY among Miami shoe de- 
partments and shops shows that white 
is leading in sales, although not in 
the same proportion as in years past. 
There has never been-a season ap- 
proaching this in the demand for 
Black, say the oldest and most experi- 
enced shoe men. ‘Royghly, sales are 
broken down thus: white, 60 per cent; 
black, 30 per cent; colors, 10 per 
cent. 

There is a definite demand for the 
dressy shoe at this time; trims of all 
sorts are wanted. Sling pumps are 
running about 60 per cent of total 
sales. In another month it is expected 
that the picture will change and the 
sturdy oxford will lead as school 
wardrobes are being assembled. 

Black patent in the dressy models 
is selling about 90 per cent of total 
black sales. These shoes go with 
everything and are the smartest foot- 
wear for general dress wear. 

At the present two-tones are quiet. 
Some shoe men predict that later on, 
when merchandise is available, there 
will be more interest in this line. 


All-over and part-fabric shoes are 


Scientific heel-to-ball, heel-to-tog 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer 
sally used, in majority of Americag 
shoe stores,—by Army and Navy 
shoe fitters—and in global service, 


Adult Model for men and 
women $15.00 


Junior Model for children $12.59 


Available at special cooperative 
price if ordered through certain fan 
shoe manufacturers —for this list 
and full details write to ...., 


THE BRANNOCK DEVICE CO. 
SYRACUSE 2, NEW YORK 


in the picture. Interest in these is 
picking up. They are attractive and 
cool for Summer wear. Synthetic 
soles are much in evidence, although 
the plastic soles have not been so 
popular during the hot weather. As 
one man expressed it “Plastic soles 
have not been too exciting this past 
montht Wait until the weather cools 
off before we talk much about this 
sole.” 

Many shoe merchants are looking 
forward to volume in reptiles, lizard, 
alligator and other skins. These make 
some of the best neutral shoes to be 
had. For Fall wear they are predict 
ing much black will be sold, and that 
brown will be a close second in both 
dressy and sports types. 

Fashion shows which have been 4 
regular feature at the Wednesday 
luncheon at the Roney-Plaza Hotel, 
Miami Beach, have emphasized two 
things: first, that black is outstand- 
ing, and, second, that glittering 
sequins and nailhead trinis will go 
through the Summer and into the 
Fall style picture. Many of the shops 
have been showing nailhead pumps 
all season, with nailhead studded 
ornamentation used in many ways. 
This is a tie-in with the fashion pre 
dictions of dress designers. 
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Provided for hard-to-fit or 
ee 2 abnormal feet. Our Shoe 
te \ with our specially pre 
pared fiuids, give the 
proper fit to shoes which 1) 
fit large around the top. 
, alip at the heel, or gap at 
a 00 ‘ wrinkles in leather or fab- 
Curved type tren out harm. 
> 
— 
> 
y 
ul 
40 
3 
f 


